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G-E Fiberduct for Concrete and Wood 


Floors 


G-E DISTRIBUTORS OFFER 
2 Types of Underfloor Wiring 








G-E Q-Floor Wiring for Robertson 
Q-Floors 


FOR UTMOST ELECTRICAL ADEQUACY 


Customers of G-E Distributors are 
able to obtain underfloor wiring that 
will provide unusual electrical flexibility 
and adequacy in all types of commer- 
cial and industrial buildings. G-E Fiber- 
duct underfloor raceways are designed 
for use in concrete and wood floors. G-E 
Q-Floor Wiring is designed for use 
with Robertson Cellular Steel Q-Floors. 
With both of these systems, outlets can 
be established where and when they are 


needed at surprisingly low cost. 


Factory production lines or office 
arrangements can be changed any time 
with assurance that new outlets for 
power can be established readily. Cus- 
tomers for either of these underfloor 
systems can also obtain from G-E 
Distributors all the collateral wiring 


Hear the G-E radio programs: “The G-E All Girl Orchestra,’ 
Monday through Friday 6:45 p.m. EST, CBS; “‘The G-E House Party’”’ Monday through Friday 4:00 p.m. EST, CBS. 


materials needed for the entire job— 
G-E conduit, wire and cable and wiring 
devices. Standard G-E wiring materials, 
like special G-E underfloor materials, 
are all high quality and are designed 
for easy use and long life. General 
Electric Company, Appliance and 
Merchandise Department, Bridgeport, 
Connecticut. 











FOR COMFORTABLE LIVING 


Hagedohm, A.1.A. inn. 
California, says, In 

adequate wiring is 
lization of com- 
electrical con- 


Walter er 
Los Angeles, 
button-pushing ~* = 
essential for the fu . 
fortable living throug 


veniences.” 
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Crystal Gazing The turning of the year—any 
year—always is open season for prognostications, 
forecasts, “guess’’-timates or what have you, as to 
what can be expected from the new year. The crop 
of such contributions has been particularly heavy this 
season because problems of adjustments and recon- 
version to peace, labor conditions, the international 
situation, demobilization of over Ten Million men, all 
are factors that did not pester the gypsies or fortune 
tellers all at the same time in any previous year. 

We have studied many of the contributions from 
experts and we propose to expose our deductions to 
the views of our readers here for no other reason 
than that in times like these they are entitled to have 
all the dope sheets we have seen interpreted expressly 
for the benefit of the electrical wholesaler. So here 
goes—short and sweet: 

It seems reasonable to expect that during the first 
six months of 1946 sales volumé of the average elec- 
trical wholesaler will run from thirty to sixty percent 
ahead of 1939 totals. In the second half of 1946 sales 
should average fifty to eighty percent higher than in 
1939. Total sales volume for 1946 should be fifty to 
sixty percent above the 1939 level. 

Take it or leave it. 


* 


Jobs Cost Money Very few workers—sales- 
men included—realize that when an employer gives 
them a job, they are actually being entrusted with the 
responsibility of managing and paying returns on a 
definite investment. Sometimes that investment is 
moderate, other times it runs into many thousand 
dollars. 

Specific figures on the initial investment-cost of a 
job are reported by the National Association of Manu- 
facturers from a survey made in a southern city. There 
the jobs in the city showed an average investment of 
$7,000 per worker. In the distribution and service 
fields the cost was well over $7,000 with certain retail 
stores scoring over $8,000 per job. 

Salesmen, who according to the lowest estimate 
each are expected to do enough business to keep six- 
teen other employees busy therefore have a very high 
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responsibility. They must not merely see that those 
sixteen back-of-the-line keep their jobs but that the 
large investment represented in that many jobs will at 
least earn interest and depreciation. 

Obviously, if that post-war boom, now already de- 
layed by strikes, is to materialize and mature to the 
fullest, the country’s salesmen are the ones who must 
carry the real burden for bringing in the orders that 
will make the jobs back-of-the-line secure. But—they 
will also reap a harvest in dollars that will make their 
effort worth while. 


* 


When this 
writer was 


Hitch Your Selling to 


Lighting And You'll Sell jitchea into 
More of Everything electrical 


wholesale business some of his newly found competi- 
tors promptly wrote off his chances for making good 
with the pointed remark “How in hell can he be a 
jobber.—He doesn’t know a socket from a hole in the 
ground.” Well, the latter statement was almost, al- 
though not quite true, and, the question as to whether 
or not we made good we are willing to have answered 
by the records. 

The point we wish to make here is that, conscious 
of our utter lack of knowledge of the field, materials, 
practices or traditions, we decided to hitch our wagon 
to the one thing in this line that we felt we did know 
something about namely—LIGHTING. It seemed 
to us that if we specialized in selling more, and more 
efficient lighting—the end-product and prime objec- 
tive of the majority of wiring installations—we would 
automatically sell a lot more of wire and cable, con- 
duit, switches and other supplies. 

So we started to campaign for better lighting in 
stores, factories, schools, offices, hospitals, homes, 
show windows —everywhere. Our salesmen and 
counter clerks studied up on good lighting. We 
pounded home the story of good lighting by direct 
selling, over the phone, in mail campaigns. We staged 
what we believe was the first lighting show for fac- 
tory men and industrial engineers ever put on by a 
wholesaler,—dinner, lecture, demonstrations of dif- 
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Because of the basic importance of adequate wiring to the entire electrical industry, A 














Anywhere from 25% to 50%! That's what 
you can lose in service from appliances when 
electrical wiring is inadequate. 

Have you checked up on the wiring for 
your postwar electrified home? Will it carry 
electric range, refrigerator, laundry equip- 
ment, garbage disposer, exhiust fan? How 
about the many other appliances — plus, per- 
haps, advanced heating, air-conditioning 
and, of course, television? 

Plan your wiring now to get all the service 
you pay for in these living comforts. Make 
sure wiring is at least equal to future needs. 

Business Executives! The same goes for 
your postwar plans. Don’t limit production 


BUY VICTORY BONDS... 
HELP ASSURE WORLD PEACE 





—yet stingy electrical 
wiring can reduce 
appliance efficiency 
by 25% and more! 


da is presenting messages like this in a wide list of national puisicaticns 


PPOIe OM 










with out-of-date wiring. Don’t risk expensive 
alterations for emergency electrical expan- 


sion. It costs nothing now to check with con- 
sulting or plant power engineer, electrical 
contractor or power salesman. They’ll say: 
Wire Ahead! Anaconda Wire & Cable Com- 
pany, Subsidiary of Anaconda Copper Min- 
ing Company, General Offices: 25 Broadway, 
New York City 4, Chicago 
Office: 20 North Wacker 
Drive 6, Sales Offices in 
Principal Cities. sai 


wie’ ANACONDA WIRE & CABLE COMPANY 
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ferent types of fixtures with their efficiency measure- 
able by all who attended because a brand new gadget, 
the footcandle meter, was on every table. 

Well—lIt worked. Lighting proved to be a precious 
star to hitch to and—our purpose in reciting all that 
history here and now is, to point out that what worked 
25 years ago with excellent success will bring many 
times bigger returns in 1946 and 1947 and for years 
to come. 

The high intensities of lighting, that the war made 
commonplace in many offices, drafting rooms and fac- 
tories, have created a demand for higher light levels 
such as never before existed. The broad popular ac- 
ceptance of fluorescent lighting, with a tube as the 
light source, creates the need for entirely new spacings 
ot outlets, new lighting units, has stimulated the 
demand for new and unique lighting effects. 

That popular interest and demand for better modern 
lighting can be turned readily into orders for lighting 
equipment PILUS new wiring, higher capacity circuits, 
more modern control switches, more outlets, but IT 
WILL TAKE BETTER SELLING and SOUND, 
PRACTICAL SALESMANSHIP to get the most 
in the way of orders out of today’s rising tide of 
popular demand. 


* 


Building Bottlenecks It looks as if that gen- 
eral building and particularly the residential building 
boom are going to be slow in getting started, and 
there appear to be several real bottlenecks that will 
prevent rapid progress. 

A few months back, soon after V-J Day there was 
great rejoicing over an announcement that the Army 
had released many billions of board-feet of lumber. 
With such good news it appeared reasonable to expect 
that the boom would get off to a running start. 

Sut unfortunately that lumber was not then in the 
shape of boards and beams and ready for use. In- 
stead at the time of that grandiose gesture the great 
bulk of those potential Billions of board-feet still was 
joyously stretching its leafed or needled branches to- 
ward the sky—healthy, green, growing trees that could 
not possibly relieve any lumber shortage for a year or 
more. So—the Number One bottleneck of that build- 
ing boom is lumber, and if you don’t believe it talk 
to any building supply dealer anywhere. 

Not far behind lumber come bricks, as bottleneck 
Number Two, but fortunately the brickmakers are 
doing something about it. From August 1945 on 
production has been increased rapidly until Decem- 
ber will show double the August output and more 
brickyards are going back into production steadily. 
Hence the brick situation is going to improve steadily, 
but cement blockmakers are swamped and can’t begin 
to supply the demand. 

Clay sewer pipe is on the critical list along with 
lumber, and bath tubs may shortly graduate to that 
same critical list while cast iron soil pipe—needed in 
every new home—may just escape the same fate. 

Why do we quote all this rather gloomy news? Just 
to help our readers keep their feet on the ground, 
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because obviously that expected rush of building can’t 
get rolling until some of those actual or near-bottle- 
necks have ceased to exist. 

P.S. As we go to press it is announced that the 
Government may reinstate priorities procedure on bot- 
tleneck items in the building supplies field. 


* 


Fair Trade For 
Traffic Appliances 


Gathering size 
and weight like 
a snow ball 
rolling down hill the small appliance manufacturers’ 
Fair Trade contingent may eventually bury most of 
the non-conformists under an avalanche of Fair Trade 
contracts. 

This matter of Fair Trade contracts was rescued 
from its torpid state of war-time hibernation when 
early in November C. W. Theleen, manager of traffic 
appliance sales for General Electric Company brought 
it back into sharp focus with the announcement that 
GE would sell its traffic appliances under Fair Trade 
contracts. This meant that wholesalers and retailers 
in 46 states would be able to enjoy the benefits of 
stabilized merchandising procedure on GE’s extensive 
line, from automatic blankets and clocks down to fans, 
heating pads, roasters and waffle irons. (Missouri, 
Texas and the District of Columbia have no Fair 
Trade laws.) 

After that announcement ADVERTISING AGE 
contacted other appliance makers and found that the 
Fair Trade policy had been adopted by many of the 
important manufacturers in the field. With returns 
incomplete, endorsements were received from Chi- 
cago Flexible Shaft Company (Sunbeam), Cory Glass 
Coffee Brewer Co., Landers, Frary & Clark (Uni- 
versal), McGraw Electric Company (Toastmaster), 
Proctor Electric Company, Samson United Corpor- 
ation, Silex Company and Warren Telecron Company. 

Convinced that fairly written and justly enforced 
Fair Trade laws are eminently in the public interest, 
we hope that the number of adherents will really grow 
into an avalanche. Manufacturers, wholesalers and 
dealers can supply the public with better products 
and—what is even more important—with better and 
more continuous service-after-sale, when fair prac- 
tices and honest merchandising policies can flourish 
freely. 

More power to the Fair Traders. 


EDITOR 
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SOURCE... figures we use as basis for these monthly 
comparisons of performance in the electrical wholesaling 
field are collected and compiled by the Bureau of the 
Census of the U. S. Dept. of Commerce. 
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Business Index 
For the Month of September 1945 


SALES . Although the sales of electrical goods 
through wholesalers in September showed a 6 percent 
decline from the previous month, it was much less than 
might have been anticipated, considering the widespread 
cancellation of thousands of war contracts immediately 
after V-J Day. 

The fact that wholesalers’ sales did remain reason- 
ably high, is good indication of how essential the rol 
of the wholesaler now is in supplying electrical mate- 
rials and supplies to those plants which were able to 
start reconversion and changeover as soon as the war 
ended. 

In spite of the small decline from the August level. 
wholesalers’ sales were still holding at 135 percent of 
the average for the last peacetime year, 1939, and were 
2 percent above the sales volume for September 1944. 


INVENTORIES —stit reflecting the constantly im- 


proving flow of goods from the manufacturers, plus 
the increasing volume of goods sold out of warehouse 
stocks, inventories of electrical wholesalers in Septem- 
ber increased 2 percent above the previous month. 

Compared to the 1939 average monthly inventory 
level, September was at 108 percent. This is the high- 
est point reached by wholesalers’ inventories since 
August 1942. 

Compared with the same month of last year, whole- 
salers’ inventories in September showed a gain of 37 
percent, while average inventories of all types of whole- 
salers remained practically level. Among distributors 
of comparable products, gains were reported by whole- 
salers of automotive supplies, 25 percent, by the indus- 
trial hardware jobbers, 12 percent, by the mill supply 
wholesalers, 10 percent, and by the wholesalers of gen- 
eral hardware goods, 4 percent. 


COLLECTIONS —collection percentages for Sep- 
tember 1945 stood at 85, which is 11 points below the 
revised collection figures for the previous month, and 
3 points below the figure for September 1944. 

Accounts receivable were up 7 percent from the same 
month of 1944, and down 2 percent from the previous 
month. 
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VEREADY 
LASHLIGHTS 


LEAMING CHROMIUM 


N A BASE OF HEAVY-GAUGE BRASS! 


SMALL INITIAL SHIPMENTS TO DISTRIBUTORS IN MID-DECEMBER 


EVEREADY” FLASHLIGHTS at Pre-War Prices! And 
i don’t have to tell you—that’s news! No more shoddy 
rsatz”’ flashlights; no more substitute cases. Here’s the 

tal McCoy! ... rustproof cases of bright chromium on a al AUTOMATIC SPOTLIGHT 
pse of heavy-gauge brass and the famous dependable |. 5 treceene ee 
Eveready”’ switches. 

Yes, the same “Eveready” Flashlights you counted on in 

pacetime .. . to be available once again, at the old pre-war 
rices. Limited shipments to distributors will start about 


id-December. 



















* 
s The word Eveready” is a registered trade-mark 
2H of National Carbon Company, Inc. 
bi NATIONAL CARBON “EVEREADY” DISPLAY PACKAGE No. 25 


COMPANY, INC. 
Unit of Union Carbide and Carbon Corporation 


UCC 
General Offices: New York, N. Y. 


Division Sales Offices: Atlanta, Chicago, 
Dallas, Kansas City, New York, 
Pittsburgh, San Francisco 


Contains twelve No. 2251 Two- Cell 
Automatic Spotlights. Seamless brass 
tube... Chromium finish with rolled-on 
black decoration. Retail price—$1.25— 
complete with batteries. 


“EVEREADY” DISPLAY PACKAGE No. 21 


Contains 12 No. 210 Penlights ... Seam- 
less brass tube... Chromium finish. Re- 
tail price—70¢—complete with batteries. 
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REGIONAL ANALYSIS 


"ALES of electrical goods by wholesalers in Septem- 

ber did not show uniform trends in the nine regions, 
when compared with previous performance. 

The effect of V-J cancellation of war contracts seems 
evident in the regional reports of wholesalers’ sales. 
For example, the most severe declines in sales, Septem- 
ber compared with August, were reported from regions 
1, 2, 5 and 9, of which 1, 2 and 9 are the predominantly 
industrial states on the North Atlantic and Pacific 
coast which most likely would feel the brunt of war 
contract terminations. Region 5, the South Atlantic 
States, showed a 5 percent decline that well may be 
attributed to the cancellation of ship construction and 
other contracts which had caused the region’s large 
war-time expansion. 

In healthy contrast with the declines in industrial 
regions are the reports from regions 4, 7 and 8, all of 
which are considered predominantly agricultural. 
Wholesalers’ sales in these three groups of states in- 
creased 2, 1 and 8 percent respectively during Septem- 
ber, indicating that the continued demands for food 
products, plus the normal seasonal increase in income 
in the farming regions, kept business moving slightly 
ahead of the previous month. 

Exceptions to these trends following the ending of 
World War II, are reports from industrialized region 
3, the East North Central States, and the states of 
Mountain. Region. Region 3 showed.a gain in sales 
of 6 percent, even though it contains the reconverting 
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MINNESOTA 





BUSINESS INDEX 








SEPTEMBER, 1945 


Figures in this table apply to the geographic divisions 
as outlined and numbered in color on map above 





SALES INVENTORIES 
September, 1945 Trading| September, 1945 
Compared in °%/, with Region Compared in °%, with 


August Sept. August | Sept. 
1945 1944 (See Map) “| 945 1944 
86 89 l. 102 139 
80 87 2. 102 127 
106 118 3. 102 149 
102 130 4. 101 129 
95 97 5. 98 129 
101 134 6. 102 168 
108 125 7. 108 159 
104 147 8. 98 146 
91 89 9. 105 132 
94 102 For | 102 | 137 
U.S.A. | 











auto-manufacturing plants and much of the steel indus- 
try. The Mountain States continued well above aver- 
age with a gain of 4 percent, probably because much of 
the recent war-time industrial developments in these 
states were under the direct control of the Navy and 
the Army, and therefore not hit immediately after V-] 
Day. 
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White, Named President of NEMA, 
Sees Adjustment Problems Ahead 


Full conversion to war by electrical industry created problems of 


readjustment that will show up in ’46, president of Universal states 


as he succeeds A. C. Streamer as head of manufacturers’ group 


HE YEAR 1946 will be a “very 

difficult one for all electrical manu- 
facturers in making the adjustment to 
peace-time conditions—as their plants 
were converted wholly to war produc- 
tion,” according to R. L. White, presi- 
dent of Landers, Frary & Clark, 
statement following his election to the 
presidency of the National Electrical 
Manufacturers Association in New York 
on November 28. 


“There is no question, however,” 


in a 


said 


Mr. White, “that the industry is going 
to have a large share in building, and 
meeting the demands, of the future pros- 
perity of this country.” 

Mr. White succeeds A. C. Streamer, 
vice-president of the Westinghouse Elec- 
tric Corp., Pittsburgh, Pa., as president 
of the manufacturers’ organization. Mr 
White has been a member of the NEMA 


board for the last two years, and has 
served as a vice-president during the 
last year. He has been associated with 





Best wishes to the new president of National Electrical Manufacturers Asso- 
ciation, R. L. White, left, are extended by predecessor, A. C. Streamer. 
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R. L. White 


1920, 
Electric 


when 


Com 


industry since 


Western 


the electrical 
he joined the 
pany. 

Mr. White became treasurer 
of Landers, & Clark at its branch 
Great Mass., in 


assistant 
Frary 


plant in Barrington, 


1923. Four years later he was appointed 
assistant treasurer at the main plant in 
New Britain, Conn In 1928 he was 
elected treasurer of the company, and 


in 1941 he became 
Mr. White is 
Conn., 


president. 

New 
and was graduated from Harvard 
1920. He is a 


committee of the 


a native of Britain, 


University in member 


of the executive Amer- 


Manufacturers Associa- 


Manufacturing 


Hardware 
a director of the 


ican 
tion, and 


Association of Connecticut. He is mar 
ried and has three children 

Vice presidents selected were W .. 
Johnson, vice-president of the Allis- 
Chalmers Manufacturing Co., Milwau- 


kee: R. W. Turnbull, 
Edison General Electric 
Inc., Chicago; H. FE 

of the Norg Division, 
Corp., Detroit; J. K. 
president of the National 


president of the 

Appliance Co., 
Blood, 
Borg-Warner 


president 


Johnston, vice 
Vulcanized 


Fibre Co, Wilmington, Del., and Everett 
Morss, president of the Simplex Wire & 
Cab!e Co., Cambridge, Mass. 

Two new members elected to the 
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SAMSON 


anne om 


MAKE THIS “PACKAGED-TO-SELL” LINE 
THE HEART OF YOUR 
L. 


Therapie 


SAMSON Heating Pads for 1946 offer you not just another 
store item, but the nucleus of a fast-moving, money-making 
therapeutic department! You get a complete line of pads, in a wide 
range of styles, colors and prices. You get each pad cellophane 
wrapped and smartly packed in a colorful, compact display 
box, the cover of which pictures and describes the features that 
make SAMSON Heating Pads the easiest-selling merchandise of 
their kind. You get a “‘profit-package” that, open or closed, is a 
silent salesman telling a story that prompts people to buy. 
Why not decide now to make SAMSON'S "packaged-to-sell” 
line of Heating Pads the heart of your therapeutic department! 





guy \\ BONDS 


See the SAMSON display at the 
HOUSEWARES EXHIBIT, Room 638, Palmer House 
Chicago, Dec. 30— Jan. 4, inc 
SAMSON UNITED CORPORATION, ROCHESTER 10, N. Y. 


Samson United of Canada, Limited, Toronto 
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FEATURES 
THAT COUNT! 
e Regardless of its price, 
every SAMSON Heating 
Pad has the same high qual- 
ity features that assure cus- 
tomer satisfaction. Patented 
SAFE-T Circuit, with 3 Fixed 
Heats, each controlled by 
precision thermostats; per- 
manently sealed 100% wet- 
proof cover of Du Pont Fair- 
prene; Zelan-treated water 
repellent and stain resistant 
extra covers; cushion-com- 
fort padding; strain-relief 
switch with the exclusive 


"Touch Tells”’ indicator for 


night use; 8-foot cord. 
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Board of Governors were C. T. Law- 
on, vice-president of the Kelvinator 
Division, Nash-Kelvinator Corp., Detroit, 
Mich., and E. L. Robinson, vice-presi- 
dent of the Crescent Insulated Wire & 
Cable Co., Inc., Trenton, N. J. 

Elected treasurer for NEMA was R. 
S. Edwards, president of Edwards & 
Co., Inc., Norwalk, Conn. Named to 
the Officers Committee as representatives 
of the Board were E. O. Shreve, vice- 
president of General Electric Co., Sche- 
nectady, and C. L. Collens, president of 
The Reliance Electric & 
Co., Cleveland. 


Engineering 


McCaughey To Head 
Adequate Wiring Bureau 


P. E. McCaughey, just released from 
the United States Army after three years 
of active duty, has been appointed mana- 
ger of the National Adequate Wiring 
Bureau. 

He graduated with an electrical engi- 
neering degree from the University of 
Michigan and during the war took post- 
graduate courses at Harvard University 
and M. I. T. Following his graduation 
he joined the Cutler-Hammer Company, 
with which firm he was employed for 
nine years, progressing from student engi- 
neer through various posts to sales engi- 
neer where he also had administrative 
experience 

He then took charge of the Adequate 
Wiring Bureau in St. Louis where he 
built up an enviable record in the pro- 
motion of the Certification plan. When 
the Government issued the Critical Mate- 
rials List at the outbreak of the war, 
as a part of the Conservation Program, 
Mr. McCaughey evolved the well known 
“Engineered Wiring Plan” which made 
it possible to wire homes adequately, thus 
serving the public and at the same time 
aiding the Government. 
nationalized through the Bureau and was 


This idea was 


responsible for the saving of hundreds of 
tons of copper. 

One of Mr. McCaughey’s responsibili- 
ties in the Army, where he attained the 
rank of captain in the Signal Corp, was 
the supervision of procurement of ap- 
proximately $700,000,000 worth of elec- 
trical, electronic and other equipment. 


D. W. May Corp. 
Has New Location 


D. W. May, president of the D. W. 
May Corp., has announced a_house- 
warming and franchising party at his 
new location, 250 Fulton St., New York 
i ee 


International Lighting Show 
Planned for Chicago in April 


Latest lighting developments in lamps and fixtures to be 


on parade at exposition sponsored by NEMA lighting group 


HAT will be called the “First In- 

ternational Lighting Exposition and 
Conference,’ has been scheduled to open 
on April 25, 1946, in the Exhibition Hall 
of the Stevens Hotel in Chicago, accord- 
ing to the Industrial and Commercial 
Lighting Equipment Section of the Na- 
tional Electrical Manufacturers Associa- 
tion, which is the sponsor. 

The leading lamp and lighting equip- 
ment manufacturers are expected to 
unveil the newest developments in lamps 
and lighting equipment for industrial and 
commercial use, schools, offices, etc. 

The lighting exposition originally was 
scheduled for April, 1945, but was post- 
poned because of the war ban on conven- 
tions. Because tremendous interest was 
expressed in the exposition when planned 
for last year, the sponsors anticipate that 
the exposition now will become an even 
greater attraction because of the many 
advancements in lighting which will be 
ready for showing by next spring. 

In announcing the exposition, the 
NEMA sponsors stated that “the exposi- 
tion will provide an unequalled oppor- 


tunity for architects, consulting engineers, 
building managers, electrical contractors, 
wholesalers, dealers, public utility men, 
and executives of industrial and commer- 
cial establishments to see ‘what’s new in 
lighting.’ Here they will obtain first hand 
information about the better and more 
efficient lighting units for industrial 
plants and offices, developed out of war 
production lighting experience, new novel 
store lighting fixtures, advanced school 
lighting, and new types of floodlighting 
units for sports and service areas. 

“In addition to the exhibits of the latest 
in lamps and lighting units,” the sponsors 
state, “there will be many interesting and 
informative displays on the application 
of lighting principles. Educational ex- 
hibits will show the progress made in the 
utilization of improved light sources and 
the results in terms of conservation of 
eyesight, easier, more comfortable seeing, 
economies in 
retail sales. 

“As a part of the exposition, there will 
be conducted a series of lighting confer- 

(Continued on page 132) 


production and increased 








NEW SALES MANAGER of the electric sink and cabinet division of the 
General Electric Company, R. B. Beale, Jr., left, watches C. J. Enderle, 
manager of the division, set up a miniature electric kitchen. Mr. Beale 
was for eight years GE home laundry representative for the Atlantic 
Division, with headquarters in Philadelphia. 
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This woman has 
moved mountains 





SHE WILL MOVE 
GOODS FOR YOU 


Betty Crocker moves merchandise . . : 
mountains of it. Last year her service to 
homemakers, backed by consistent, power- 
ful advertising, helped to move 400,000,000 
packages of General Mills products into 
American homes. Betty Crocker and the 
General Mills Home Service Staff are a prime 
force behind the sales leadership of Gold Medal 
Flour, Wheaties, Cheerios, Bisquick and other 
General Mills products. 9 out of 10 American 
families use one or more of them. 

As the world’s best known homemaking 
authority, Betty Crocker stands as the most 
powerful single mover of merchandise in any 
consumer field. The full force of her influence 
will be solidly and actively behind the mer- 
chandising, advertising and selling of General 
Mills Home Appliances . . . to build new, 
expanding markets and ever-increasing 
profit opportunities for you. 


COUNT ON GREAT THINGS FROM GENERAL MILLS 


General Mills appliances will be different . . . distinctive | 









. Gene ‘ _ 
H ral Mills 


ome Applian, 8) 


in appearance... new in basic operating principles 
. . with patented features that mean extra value 
and usability for consumers. They’|l be backed “Nake. 
by a traditionally successful company whose ——_ s 
dealers can count on vigorous, aggressive advertising — 


and selling support and constantly growing profits. 


BETTY CROCKER !S A REGISTERED TRADE MARK OF GENERAL MILLS, INC, 
GENERAL MILLS, INC., HOME APPLIANCE DEPARTMENT © MINNEAPOLIS 13, MINNESOTA 
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By Charles G. Pyle 





R. CHAIRMAN AND GEN- 
M TLEMEN—tThe economists 
A. 


tell. us that- the American 
people have over 135 billions of dol- 
rs in Government bonds and in 
ivings and checking accounts. They 
never mention the dollars this very 
inute reposing inside mattresses, 
in coffee urns, or just buried 
lars on the old family homestead. 
Probably a mere million or two 
e of no great consequence. Then 
1e psychologists come along and 
ll us that “to spend or not to 
end—that is the question”’—for 
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Managing Director 


National Electrical Wholesalers Association* 


the individual. It all depends, they 
point out. And what a buyer will 
actually buy with the dollar he has 
decided to spend—that, too, depends, 
and on still more factors. Very gen- 
erally speaking, there are just two 
kinds of consumer dollars at any 
given time—buying dollars that are 
directly spent for goods and serv- 
ices, and all other dollars they own. 

As I see it, we in the electrical in- 
dustry are all in one boat. And our 
numerous fellow passengers, who 
are also ambitious, intelligent and 
experienced, are the representatives 
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of all other industries, businesses 
and services. We have the same 
basic purpose in life—to sell more 
and hence produce more of whatever 
it is we have to produce and sell. 
Will expert salesmanship, im- 
proved and new products at lower 
prices, and new services of many 
kinds actually make the public spend 
enough more of its spendable in- 
come to raise the standard of living 
50 percent? Our national economy 
had better achieve something like 
this goal—incidentally, the greatest 
economic feat of the century if it is 
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realized—or we will not reach and 
keep adequately high levels of em- 


ployment. Everyone out of gram- 
mar school knows the answer to 
that vicious circle. 

I submit that the question of 
whether you and I and all consumers 
will or will not spend 50 percent, or 
any percentage more of our spend- 
able income, cannot be answered 
now. It is one of those great im- 
ponderables that this twentieth cen- 
tury-in-turmoil has fallen heir to. 

What can be answered now, in 
the sense that we can plan now’, is 
just this. Can the electrical indus- 
try, as a cooperating, interdependent 
team, make more buying dollars “go 
electrical”? If we’re good enough 
at selling electrically, we may even 
pry loose a few of those dollar un- 
spendables. Not quite like splitting 
the consumer’s unspendable financial 
“atom,” because it would certainly 
not develop an instantaneous chain 
process. No—I mean just catching 
a financial “proton” or “electron” 
here and there. An estra quarter or 
an extra half dollar. 

Can we do it? I really think so, 
although with a few tricky, but not 
insurmountable, “ifs’’ to consider. I 
believe we can make more buying 
dollars “‘go electrical.” I believe it 
because the electrical industry, in a 
mere sixty-six electrifying years, has 
already transformed our nation, and 
because i? has more to offer for the 
future of every phase of American 
life than any other industry. 

What other industry has both a 
cyclotron and a wheat-grain lamp? 
Infra-red baking tunnels for indus- 
try and home freezers for us, the 
people? What other industry can 
show patterns of product use in al- 
most unbelievable amounts and di- 
versity—as just one example: 25 
miles of wire, 150 electric motors, 
hundreds of switches and outlets 
and a half ton of radio equipment 
in one B-29; or scores of applica- 
tions on the farm, in industry, in 
commercial structures of all kinds, 
on ships and railroads? And more 
than a hundred possible product 
uses in 28,000,000 homes ? 

What other industry has the po- 
tentials of radio, television and elec- 
tronics still ahead of it? 

What other industry has the job 

-to us it is only one of our jobs— 
as big as the relighting of America? 

None, in my opinion. And none 
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In our opinion, Mr. Pyle's message 
constitutes a rallying cry to you, 
Mr. Salesman and Wholesaler, for 
you are holding a key position in 
the greatest task the industry ever 
faced. Here's hoping that you will 
see your golden opportunity and 
WIN THROUGH. 

THE EDITOR. 











has equalled the electrical industry’s 
record or today enjoys the equiva- 
lent of our almost unlimited pros- 
pects. Certainly there are bigger in- 
dustries on the national ledger. They 
make one or only a few products. 
They lead a comparatively simple 
life, as industries go, in these com- 
plicated times. 

Do we, as electrical men, fully 
realize the greatness of the indus- 
try we are in? Frankly, we do not. 
Why? Well, let’s suppose that our 
industry's contmuing process of 
making America a better place in 
which to live and work is a little 
like the painting of a gigantic mural 
—a picture that will never be com- 
pleted. Some of us work only on 
Section K-47, up in the northeast 
corner ; some of us work just in one 
color, or move ladders, or sling tur- 
pentine, or sketch in another tiny 
fragment of the outline. As indi- 
viduals we simply cannot see much 
more than our own jobs. We do 
not see the great picture in full per- 
spective. We are too busy and we 
can’t get far enough away from our 
work. 

We do not ever fully realize that 
we are as mterdependent in our 
work on the great project of elec- 
trifying America as, let us say, the 
musicians in the Philharmonic Or- 
chestra are interdependent in their 
playing of a symphony. Not quite 
as interdependent, of course, but 
that is the general idea. 

And right now I want to pay 
tribute to the manufacturers who, 
through NEMA last year, prepared 
and formally endorsed a Declara- 
tion of Electrical Interdependence. 
That document refers to interde- 
pendence between all branches of 
our industry as well as that existing 
between manufacturers of apparently 
unrelated types of electrical prod- 
ucts. 
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Can we make more buying dollars 
“go electrical” ? 

Interdependence, or teamwork, 
will do it if anything will. The kind 
of teamwork that our very comp) 
cated industry has displayed fi 
years. The teamwork that has wor 
thus far and will go on winning 
The team that includes, manufa 
turers, utilities, wholesalers, co 
tractors, dealers, inspectors and 
yes—national associations and elec- 
trical leagues. The team whos 
work was based on “know how’ 
mixed with large chunks of the pio 
neering spirit that got us_ started 
and certainly did not die with pio 
neers or the crossing of any elect: 
cal frontiers. 

To repeat—the key to our future 
is recognition of our interdepen- 
dence and teamwork. It is selling 
the electrical idea—hence, any one 





of our hundreds of products. In a 
word it is SELLING. 
In terms of the immediate and 


rather obvious problem of organiza- 
tion we have about a year in which 
to get ready for the big upswing. | 
say “obvious problem” because we 
need thousands of new and well 
trained men and women in every 
branch of the industry and that need 
is now common to all industries and 
all businesses. 

What may not be fully appre- 
ciated or even realized in our indus 
try is that the electrical idea and the 
electrical product sold themselves to 
a considerable extent up to the pres- 
ent time. That cannot and will not 
be true tomorrow, although there 
may be a degree of carryover. 

From now on WE MUST SELL. 
To my mind that constitutes the 
less obvious problem, but an impor- 
tant one. I suppose it is a psycholo 
gy, or a conditioning. We ought to 
kill it deader than a doornail. 
don’t, we'll be sorry. 


lf we 


To this splendid and representa 
tive meeting I should like to pa) 
each industry group the tribute it 
well deserves. As time will not per- 
mit, I hope you will the 
thought for the deed. In a way, ! 
have already implied the individua! 
tributes by describing the industr) 
as an interdependent team in speak 
ing of its record and its future. 

Well, then, if we are going t 
make more buying dollars “go elec 


accept 


trical,” how are we going to do it? 


Putting first things first, we ought 
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take immediate inventory of our 

™ rganizational and individual eth 

- iency—with all wishful thinking 

the arred. 

.. | Secondly, we should make a con 

__ fervative estimate, as companies and 

ne ndividuals, of our probable chance 

é success in accomplishing what- 

~~ bver we hope to accomplish. 

] Chirdly—and here we must be 

the P “TY frank and honest—let’s deter- 

,.. puine the actual causes of the weak 

},. Spots in our operations. This will 

fall for intelligent correction. Pretty 

tes ing up won't do; it may actually 
ean surgery in some _ instances. 

ts most companies it will mean a 

Me ing and training program, the 

g- ls for which are available. 

sal The net result of all our indi 

7 ual reconversion and preparation 

st be an electrical industry that 

- 1 and will produce, distribute, sell, 

. tall and service all of our many 

dlucts with a degree of efficiency 
| teamwork that we have never 

ched before. 

ss Whether we succeed or fail will 

’ large measure be attributable to 

h ‘ electrical wholesaler, individual- 
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Charles G. Pyle 


lv, and to that branch of the indus- 


try as a group. Every electrical 
wholesaler is this very minute facing 
an inescapably greater responsibility 


all 


before in 


to his industry and classes of 
consumers than ever 
history. 

It seems to me that the electrical 


wholesaler, or the distributive branch 


our 


of any industry for that matter, is 
inevitably in a key position in our 
national economy. This is not said 
in a spirit of pride. The growing 


realization by the electrical whole- 
saler of the responsibility that will 
be part and parcel of his daily work 
from on is a 


thought. In a way, he has often had 


now very sobering 
cause for sober reflection. lor years 
he has been subjected to a steady 
light rain and occasional downpour 
of criticism. no 
implied in this. 


There is defense 
the criti- 
cism certainly was fully justified. 
What I should like to state, and 
with emphasis, is that from now on 
the must 
erate at peak efficiency in every one 
of the many jobs he does for both 


Some of 


electrical wholesaler op- 


producers and retailers. 
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lhe 
today, and in increasing numbers, 


electrical wholesaler exists 
for just one reason 


When 
huying dollars 


he performs. 
our industrv makes more 
“oo electrical.” what 
will the wholesaler contribute toward 
that not achievement? | 
shall try to answer that in just a 
few words by outlining the work he 


too easy 


does. Detail of operation is not im 
portant, but the overall picture of 
the electrical wholesaler’s operation 
is very significant. Please interpret 
what | am about to say in terms of 
selling, selling, and more selling. | 
mean actual direct selling. | mean 
indirect selling. I mean training for 
selling. I mean selling that is pos- 
sible and is concluded only because 
the disiributor has done his job and 
done it efficiently. 

It seems to me that the name of 
wholesaler, or distributor, is in the 
nature of a complete understatement. 
The distributor much 


than distribute products. The fact is 


does more 
that the well organized, efficiently op- 
erated distributor is an anchor point 
that out 
in two directions 


simul- 
to the 
producer and to the retail outlets, 
as well as industrial and commercial 
markets. His range from 
actual sales promotion and 
training all the way down the line 
through a wide and varied group of 
what more 


of services reach 


taneously 


services 


sales 


are by contrast his 
routine activities. 

In our industry appliance distrib- 
utors, for example, work to create 
an active consumer desire and de- 
mand for specialty electrical appli 
all kinds. Rather soon, | 
imagine, the market for television 
will broadened, and main- 
tained, largely through the specialty 
selling work of distributors. 

Of course, the constructive efforts 


ances of 


sets be 


of electrical no 
means expended only in the field of 


appliances or items. 


wholesalers are by 


consumer 
Wholesalers’ specialists in power ap- 
paratus and control frequently give 
engineering advice to local indus- 
trials with a view to making prac- 
tical recommendations for operation. 
In rendering this type of service the 
wholesaler actually aids two manu- 
facturing companies—the producer 
and the user of his products. 

speaking, the distrib- 
the manufacturer by 
acting as a_ selling organization 
throughout a given territory. By the 


Generally 


utor by 


SCTVES 
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same token he assists in the develop- 
ment of new markets and the pro- 
motion of new products. 

Jn addition, the wholesaler fur- 
ther aids the manufacturer by un- 


dertaking the essential economic 
functions of (a) carrying adequate 
stocks of his products in marketing 
centers, (b) performing a credit and 
collection function, and maintaining 
continuous investment in receivables 
as part of the credit function, and 
(c) coordinating the needs of speci- 
fiers (such as architects and engi- 
neers) relative to product use. 

And we must not overlook the 
fact that wholesalers also train deal- 
ers in carrying out the consumer 
service policies of various manufac- 
turers and arrange for continuity of 
service on appliances previously 
sold. 

The net result of the efficient op- 
eration of the distributive branch is 
that all business, both large and 
small, is aided in the marketing of 
its products with a minimum invest- 
ment in stocks and organization. 

Let’s look at the picture for just 
a moment from the point of view of 
the small manufacturer and the 
small retailer. In conducting his 
business the wholesaler has helped 
both the small producer to become 
larger and the small dealer to be- 
come larger. I should like to em- 
phasize that this vitally important 
assistance is in the spirit of our sys- 
tem of free enterprise and is a 
continuous process. It is all in the 
day’s work of providing a sales or- 
ganization for the small manufac- 
turer who cannot afford to maintain 
one, and aiding the small retailer 
through the extension of credit and 
in many other ways. 

Today, as we watch our huge pro- 
ductive machine being re-geared and 
re-directed to peacetime work, we 
sense the urgency of our collective 
problems. The problem is greater, 
more difficult and more urgent. 
Nevertheless, it is the same old 
problem whose solution thus far has 
made our country what it is and 
clearly indicates what it may yet 
achieve. It is the problem of mak- 
ing more goods, and better goods, 
for more people at lower cost and 
seeing that they get them. 

The wholesaler, I repeat, is in the 
key position in this economic process 
and he can, and will, perform all of 
his essential services toward that, 
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the common goal for all of us. 

Our industry today faces its 
greatest test. There can be no ques- 
tion of that. It will be tried and it 
will win through. For sixty-six 
electrifying years—for years that 
equal only one average lifetime—we 
have been building a great nation. 
We have been dealing in magic— 
and yet we have not known it for 
what it really is, for not one of us 
can fully sense or fully appreciate 
what has happened, electrically. 

To fight a total war takes every- 
thing a peoples has in products, 
work, and money. But the strength 
that actually wins a war is not the 
total of all these. It is something 
else. Something you cannot see or 
measure. It is the strength of spirit. 

We are now gathering our forces 
for a new “war,” a “war” to win and 
make a peacetime world that will 
endure. There will be no martial 
music and no flags flying. 

No martial music for us? No flags 
flying for us? I wonder. 

Let’s look back for just a minute 
* * * let’s listen for just a minute to 
the faint echo of a great event * * * 
the opening of the Brooklyn Bridge. 
Frederick L. Collins, in his “His- 
tory of the Consolidated Gas Com- 
pany of New York,” tells us what 
happened. As we hear his words 
we have only to think of the United 
States as it is today, electrically, to 
capture something of the spirit of 
our industry’s achievement. Our 
country in which, even now, the 
mass market for things electrical 
has scarcely been touched. 

Says Mr. Collins, “When Brook- 
lyn Bridge was opened, on May 24, 
1883—‘l cent for pedestrians, 5 
cents for cows, and 10 to 30 cents 
for horse-drawn vehicles’—it was 
lighted by seventy Weston arcs, 
operated by the United States II- 
luminating Company. The dynamos 
were set up in the engine room at 
the Brooklyn terminus. It is not 
too much to say that the lights at- 
tracted almost as much attention as 
the bridge, not only from the public 
but from the press. A reporter, who 
had been admitted to the generating 
station on the day the bridge was 
opened to the public and illuminated 
for the first time, described the 
event in these grandiloquent terms: 

“*The scene suggested the sub- 
terranean laboratory of a magician. 
Blue lights burned, invisible engines 





shook the ground with ponder 
stroke, and a dozen grim and x 
ious men toiled in the ghastly gla; 
Around these perspiring men sto 
two or three directors, giving 4 
ders and hastening the work. Gr 
belts, a yard wide, ran over dyna 
pulleys at a frightful speed, a 
eight or ten other pulleys 
awaiting new belts which we 
hanging slack over their shafti 
These idle pulleys belonged to | 
dynamos of the Brooklyn Bridge. f 
“ “A man wearing a black suit a 
a tall beaver hat, who had scarcely 
spoken a word, finally took out | 
watch and said, “We shall be reafkets t 
to try the thing in a few minutes 
The belts were adjusted and, wh 
all was ready, the man in the t 
hat gave the word, and all the ¢ 
namos were roaring in a moment. 
“The reporter then moved to tt 
bridge entrance to see the wonder‘ 
lights burst from the gloom of t: 
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night. He wrote: ‘The great cable 

the thousands of wires and cor@f¥N D 
filling the air overhead, only adda tion 
to the complicated vastness of tiection 


structure. -The river gleamed idtilitie: 
below, tugs and ferryboats gliddintrac 
over the silvery pathway as if thdfearly 
were phantom toys in a scene of et rospe 
chantment. A grim, greasy man if sz 
the Elm Street cellar had touched §reate: 
lever, and, for the first time sine ustry 
the world was created, electricit} This 
had spanned a river! ictors 
“*The seventy lights of two thou = 
sand candlepower blazed over th base 
ship channel like an arch of star © 
Steam tugs whistled and men shout — 
ed. In New York, Brooklyn, State pt 
' 4 ge W 
Island and for miles and mile ae 
around the two cities, men pointe§ . 
° ° . pusine 
to the splendid spectacle of lighting , _ 
at work for men’.” el 
Seventy lights * * * two thousang., . 
candlepower * * * the first riveg.. 4 
crossed ! wee 
What have we accomplished sinc i 2 























then in our electrifying years? o- 
Will our industry, that has 1 = 
ready created a new life in a ne... 44 
world through the magic of elech...,, 
trical power and products and ser}:..4 
ices, be able to make more buying; 
dollars “go electrical” ? bratis 
What do you think ? a 
indg 
*Excerpts from an address, deliif’ th 
ered by Mr. Pyle at the Electrical [n@© S' 
dustry Meeting, Charlotte, N. C., De 5- 
cember 5, 1945. Lica 
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{WLajor Lighting Markets .. . 
‘ A Nutshell Summary 


sey lo single branch of the electrical industry is more intensely interested in studying mar- 
ut | 


reafets than that represented by the Edison Electric Institute. The appraisal of the lighting 


utes 


wht market, compiled from various surveys will interest all wholesalers and salesmen* 


e ti 
e d 
lent. 
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NDIVIDUALS, organiza- 
tions and trade publications in all 
f tiections of the lighting industry— 
d idtilities, manufacturers, wholesalers, 
slid@ontractors and dealers—indicate a 
th@learly unanimous opinion that the 
f eHrospects for lighting development 
an nd sales in postwar wil! be the 
nedfreatest in the history of the in- 
sind ustry. 

ricit{ This opinion is based upon many 


mctors: 


thou : 
th 1—Reduction of consumer pur- 
A 


eal hases since early in 1942 due to 
rou SPension of manufacturing of all 
. quipment except that essential to 
Fhe war effort has built up a sub- 
‘Biantial backlog of prospective new 
usiness ; 





atin ‘ . 
2—Dimout and brownout restric- 
ions focused public attention to the 
san Serer ; 
sal™part lighting plays in everyday nor- 
rive F ao ae 


nal business and living as nothing 
e could have done; 

3—The exposure of millions of 
war workers to improved lighting 
war plants should result in de- 


31m 


rm nand for better lighting in homes, 
'Echools, and offices, as well as con- 
““"finuation of good lighting in peace- 
me 


"time commercial and industrial op- 
Prations ; 

‘—Business organizations of all 
ds will modernize in anticipation 
elif! the great business boom predicted 
several years after the war; 

Def 5—Finally, lighting is the one ap- 
lcation in the electrical industry 





that can and should be ready im- 
mediately upon conclusion of the 
wart. 

The latter conclusion is derived 
from a recent canvass of a large per- 
centage of lighting equipment man- 
ufacturers who stated that they 
would be ready for immediate full- 
scale peacetime production, only two 
exceptions would require three and 
six months’ time. 

Numerous surveys covering vari- 
ous phases of the postwar lighting 
market have been made by interested 
groups. Results of some of these 
surveys follow. Due caution should 
be exercised in basing any plans on 
these survey results, since such re- 
sults depend to a great extent on 
how the survey questions were 
phrased, the conditions under which 
the survey was conducted and the 
desire for, but lack of use experience 
from the users standpoint. 


HOME LIGHTING 


Home of Tomorrow 

Residential customer-buying ex- 
pectations and preferences on future 
home lighting are indicated in the 
nationwide ““Home of Tomorrow” 
contest conducted by McCall’s Mag- 
azine. Readers were asked to sub- 
mit an essay of at least 200 words 
to qualify for prizes in each of four 
contests covering the living room, 
dining room, bedroom and kitchen. 
In all, 31,143 women from all sec- 
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1 BINDING 


tions of the country, representing a 
comprehensive survey of homemak- 
ers, participated. (See summary. ) 


Kind of Postwar Home 


The National Homebuilders Bu- 
reau Small Homes Guide, with a cir- 
culation of 300,000, conducted a sur- 
vey of its readers under the heading, 
“Tell Us What Kind of Postwar 
Home You Want.” 

The section pertaining to lighting 
consisted of 24 specific lighting fea- 
tures on which the reader was asked, 
“How Many of These Lighting 
Features Do You Want in Your 
Future Home?” In order of men- 
tion the replies produced the follow- 
ing information, although this list- 
ing is not to be interpreted as first 
choice, etc., since the questionnaire 
gave no opportunity to express or- 
der of preference: 

84 percent want a front door light 
or lights with illuminated 
number. 

78 percent want fluorescent tubes 
each side of the bathroom mirror. 

67 percent want closets lighted. 

58 percent want good lighting over 
the kitchen sink. 

57 percent want a kitchen center 
ceiling fixture giving good light. 

52 percent want outside garage 
and yard lights. 

50 percent want food preparation 
areas and under cabinets’ well 
lighted. 

49 percent want better sight lamps 


house 
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where close eye work is done. 29 percent want a well lighted data secured were checked 
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44 percent want plenty of well dit- 22 percent want central lighting projected expectation of the futurg™ pat 
fused light for dressing tables. in the living room. lhe residential share of the 1) 
42 percent want good lighting of 19 percent want a special card ing industry market of tomor “doul 
. . . . , . ete) 
varage interiors. table lamp. as indicated by the Westinghoud , | 
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41 percent want good lighting in Of special note in this survey is survey, will be a $150,000,000 : 
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the laundry that among the higher percentage of the $500,000,000 annual tot 
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41 percent want good lighting over desires are many applications which — business predicied for the entire Build 
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murrors. are old to the industry but of which dustry. This is almost triple I 
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38 percent want a well lighted customers apparently have been de- amount, $48,000,000, at which I. 
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37 percent want good lighting over ference, or economies in wiring on 1942 when total for the industry w ¥ 
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the bedhead. the part of small homes builders. $400,000 ,000. as 
° ° lOUS 
34 percent want an individual light aah ‘ ' 
: : Equipment Sales Empty Sockets when 
over the cooking range. ' 
a ‘ nae : ite. “ . . How 
33 percent want a baseboard night The Westinghouse Lamp Division (seneral Electric surveys indicat, ‘Id 
:, : oe , - “one rile 
light in bedrooms. conducted a nationwide survey re- that about 17 percent of residentis ' 
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30 percent want a health lamp for quiring a six-months period. A sockets are now empty (1940 ave: ne 
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the nursery. great many sources both within and age—10O percent). Taking the get ith 
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29 percent want a Better Sight without the lighting industry all over — erally-accepted assumption of 2 
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lamp at the sewing machine the country were contacted. The sockets average per home, this mea: 
: BE wire 
an average of 4.42 “revenue rol ‘ 
” ter 
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—__—__—_—__ -— try. Thus, with an_ estimate 
twenty-eight million wired homes if COI 
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Living Room Contest = Lighting market for nearly 125 million lami paz 
12,000 women entered; varying number expregsed preferences on v@rious types for replace > - To . 
(12, s sugher pepee P bulbs for replacement purpose cial 
’ the immediate postwar 
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i:ious one, it offers a postwar tar- 
get at which every utility may well 
Ill. 


\n annual production of 1,250,- 


“1000 non-farm houses will be needed 


luring the first ten postwar years 
take care of new families, return- 
veterans, families now living 
“doubled up,” and to replace half of 
clearly substandard housing in 


the country, according to a statement 


Tmade March 8, 1945, before the 
Builders Association of Metropoli- 
tan Detroit by John B. Blandford, 
Jr.. Administrator of the National 
Housing Agency. 

Just what part of this needed 


housing will be actually built, and 
when, are question marks, of course 
However, all indications point to a 
building boom as soon as wartime 
restrictions are lifted. Housing will 
get first call, according to reliable 
authorities. Of the houses built, the 
proportion that will be adequately 
wired and properly lighted is a mat- 
ter that comes well within the realm 
of utility influence and opportunity. 


COMMERCIAL LIGHTING 
The indicated 
that the trend in postwar commer- 


surveys reviewed 
cial lighting is toward fluorescent 
lighting particularly in stores and 
offices which make up a very large 
percentage of this field. 

A recent indication of opinions 
and direction of the thinking of 
many architects and _ professional 
designers, is the combined use of 
fluorescent and light 
sources utilizing the superior ad- 
vantages of each. 

Throughout the country, retail 
dry goods stores alone plan to spend 
at least a billion dollars for postwar 
expansion and improvement with 
nearly 60 percent of them stressing 
new lighting, according to a recent 
survey by the National Retail Dry 


incandescent 


ioods Association. 
Store and Office Survey 


The Duquesne Light Company, 
‘ittsburgh, conducted a 
irvev of 


personal 
and offices of all 
inds and sizes in 45 business dis- 


stores 


ricts in Western Pennsylvania, in- 
luding Pittsburgh. 

The results of their survey indi- 
ate that the fluorescent fixtures now 
istalled are operating satisfactorily 
ad that the users are satisfied with 
heir fluorescent lighting, and that 
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INDUSTRIAL 
21 %e 


MISCELLANEOUS 
28 Ye 


$400,000,000 


those using fluorescent would rec- 
ommend it to others in the same line 
of business. 

Half of who do not have 
fluorescent lighting now will buy 
when fixtures are available again, 
and a large majority of these cus- 
tomers indicated they would install 
these fluorescent fixtures for general 
lighting. Four hundred and sixty- 
one customers indicated that they 
would buy a total of 2558 fixtures, 
an average of 5'% fixtures per cus- 
tomer. These 461 customers now 
have an average of 5.7 filament fix- 
tures each. It was indicated that 
$20 was considered the average price 
they were willing to pay for a fluor- 
escent fixture. When advised of the 
cost of a 50 foot candle job, 42 per- 
cent of those questioned indicated 
that because of the cost they would 
not install lighting of that caliber. 

As a guide to future planning, it 
is interesting to note that 36 percent 
of those surveyed who have fluor- 
escent lighting now obtained their 
lighting information by looking at 
other installations; 18 percent con- 
sulted the Utility Company ; 16 per- 
cent the wholesalers, and 12 percent 
their electricians. A large majority 
admitted that some one had tried to 
sell them fluorescent lighting and 
likewise admitted that they would 
need assistance in selecting a fluor- 
escent system. 

The Duquesne survey showed that 
the average decrease per store was 
276 watts where fluorescent lighting 
was installed. Window lighting was 
reduced on an average of 644 watts 
per customer but case lighting av- 
eraged 250 watts gain per customer. 


those 
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RESIDENTIAL 
30 % 





COMMERCIAL 
22 % 


£500 090,000 


Nearly one-half of those customers 
interviewed believed that the instal- 
lation of a fluorescent job would re- 
sult in a reduction of their electric 
bill. 

The electrical contractors survey 
indicated that they would recom- 
mend fluorescent practically through- 
out for stores, schools, and offices. 

If the results of the Duquesne 
Light Company survey reflect con- 
ditions and the thinking of the coun- 
try as a whole, it is evident that any 
substantial job in the commercial 
lighting field will have to be done 
by utilities, manufacturers, whole- 
salers, and contractors cooperating 
on a program that aims at levels 
far beyond the customers’ present 
thinking. 

Utilities in particular must review 
their previous operations in the com- 
mercia] field and recognize that dur- 
ing a mass change-over period they 
must have a promotional and edu- 
cational program of a magnitude ex- 
ceeding anything in the past, backed 
up with sufficient manpower, if they 
expect to influence many of the jobs. 
Unless such a program is established 
they may find that the great majority 
of the stores have simply doubled 
their lighting intensities with the 
saine or less wattage, and then years 
will have to be spent raising the 
levels from the new base, as most 
customers will be loath to change 
their comparatively new equipment. 


SCHOOL LIGHTING 


Postwar Products Contemplated 


One of the distinctive differences 
in postwar school buildings will be 
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These practical chapters 


answer scores of questions—cover 
every vital point in running your 
own business: 


I. THINGS TO CONSIDER 
FIRST 


1. Starting Your Own Business Is a 
Great Adventure. 

. What Have You to Start in Busi- 
ness With? 

3. What Kind of a Business Fits You 
Best? 

4. How to Finance a New Business. 


to 


II. EVERY BUSINESS HAS 
LEGAL ASPECTS TO 
CONSIDER 


5. There Are Permits, Licenses and 
Tax Laws to Consider. 


6. Doing Business as an Individual 
You—the Sole Proprietor. 


7. When You Take In a Partner. 
8. To Operate As a Corporation. 
9. Using a Trade Name. 


10. Buying an Already Established 
Business. 


III. GUIDES TO BETTER PLAN. 
NING—AFTER YOU HAVE 
MADE YOUR CHOICE 


11. How to Pick a Location. 
12. How Much Rent You Can Pay. 


13. There Are Leases—and Leases— 
and Why. 


14. The Importance of Guarding Your 
Credit. 


15. Doing Business With a Bank. 


16. The Minimum of Records You 
Should Keep 


17. Records You Must Keep—If... 


18. Using a Cash Register for Record 
Keeping. 


19. Using Insurance for Your Protec- 
tion. 


20. Pointers on Buying 
21. Pointers on Selling 


22. What It Means to Have Your Own 
Business. 


IV. GUIDES TO SUCCESS IN 
SELECTED FIELDS OF 
BUSINESS 
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NOW — to help you 


get in business 
and stay in business 


for yourself 


What does it take to start your own business, right, so tha 
you can make a go of itP Here are the answers—a reall; 
informed, authoritative book that plainly outlines the things 
you need to know, to go into business for yourself with best 
possible chances for success. 


Just Published 


GOING INTO BUSINESS 
For Yourself 


By O. Frep. Rost 


Editor and Publisher, Wholesaler’s Salesman 
334 pages, 514 x 8, illustrated, $3.00 


American Business says, ““Tells more about retailing than any other book we have 
ever read ... every page contains something the man going into business ought 
to know—and something which only about one in ten actually does know.” 


You don’t need to be told that pitfalls await you with that small independent busi 
ness you long to enjoy or perhaps have recently launched. Here is the advice of a 


merchandising and marketing specialist of long experience on how you can avoid 
them. 


Choosing the right business, selecting the right set-up, going about financing 
equipping, and operating in the right way—these and dozens of other matters have 
a share in the security of your enterprise and its ultimate success. See that you know 
what all these key points are, the facts and steps that are vital in settling each 
question, the important cautions to observe, with the aid of this practical book. 


It covers everything, from what licenses you need to Social Security essentials 
from choosing a location to hints on buying. Read it for the guidance you need i: 
protecting your investment and giving yourself the best chance for success in the 
increasingly scientific, competitive, and regulated field of business proprietorship 


= t ——_—_———— mr ee ee eee eee 
What to do- : McGraw-Hill Book Co., Inc., 330 W. 42nd St., New York 18, N.Y. | 
How to do it— Send me Rost's Going Into Business for Yourself for 10 days’ 
examination on approval. In 10 days | will send $3.00, plus few | 
cents postage, or return book postpaid. (Postage paid on cash 
orders; same examination and return privilege.) 


to start YOUR 
OWN BUSINESS 


Name ..... 


Send this ; 
coupon NOW for Cy ant Tate 
NI Gon ote ole os hey ian hemes wacahd ep aw has cami l 
10 DAYS’ FREE a ae RT WS-12-45 | 


(Book sent on approval in U. §S. only.) 


EXAMINATION . 


| 
| 
| 
| | 
| eae ae 
| | 
| Address a ge ale is wea st ‘ a ee ae 
| 
| 
| 
| 
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the more extensive use of fluorescent 
lighting. According to the returns 
of the survey made by The Nation’s 
Schools among 6300 school systems 
of 500 enrollment and over, to de- 
termine the type of postwar products 
now contemplated, 71 percent of the 
schoolmen who replied will use fluor- 
escent lighting as compared with 51 
percent who will use incandescent. 

This adds up to more than 100 
percent but this is due to the fact 
that some schools will use one type 
in certain departments and the al- 
ternative type in other departments. 
This is probably the most logical 
answer to the problem of lighting 
as each type has certain advantages. 
On the other hand, architects ap- 
pear to be less impressed by fluor- 
escent lighting than the superinten- 
dents as only 52 percent indicate an 
intention of using any fluorescent 
while 74 percent favor incandescent. 


Indirect and Semi-indirect Fixtures 
Préferred 


When incandescent lighting is to 
be used, it will be employed in a 
somewhat different fashion from 
that used formerly, for the indirect 
and semi-indirect fixtures are each 
accorded preference by 40 percent 
of the schoolmen while the standard 
enclosed globe type receive the re- 
maining 20 percent of the votes. As 
the indirect and semi-indirect fix- 
tures give greater light diffusion and 
less glare than the ordinary enclosed 
globe design, these preferences are 
in keeping with the recommendations 
of the best authorities on school 
lighting. An appreciation of the 
need for keeping the direct light 
source out of the field of view is also 
apparent in the fact that schoolmen 
have favored 3 to 1 covered fluor- 
escent lamps over exposed lamps. 
The architects concur. Most of 
these interested in fluorescent light- 
ing would like to have the equip- 
ment mounted at the ceiling level or 
recessed therein. About half as 
many, or 30 percent of all, favor 
the pendant type of fluorescent fix- 
ture while the remaining 11 to 12 
percent are interested in a coved in- 
stallation on the sidewalls near the 
ceiling. There is something to be 
said for all these methods of instal- 
lation as yet there has not been a 
sufficient accumulation of experience 
in schools to make any one of them 
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an obvious choice over the others. 
New developments are being made. 


Automatic Control Appeals 


As most schoolmen and architects 
know, there has been on the market 
for several years an electric eye 
device which automatically switches 
the artificial light off and on when- 
ever the footcandles of natural light 
rise or fall below a certain prede- 
termined level. This apparently has 
some definite appeal to the school- 
men for 70 percent of them indicate 
that they consider it desirable equip- 
ment. 

With schools being used more and 
more as community centers, it is not 
surprising to find that 25 percent of 
the schoolmen and 36 percent of the 
architects feel it is desirable to 
provide an emergency or standby 
lighting plant for the auditorium. 
Almost as many—20 percent of the 
schoolmen and 26 percent of the 
architects—consider it desirable for 
the gymnasiums and only a slightly 
smaller number would like to have 
such emergency service for the cor- 
ridors. In some states this is re- 
quired by circumstances. It is a 
safety precaution that should at least 
be considered by all schools having 
auditorium and gymnasium seating 
capacity of 200 or more. 


More Base Plug Outlets Needed 


Comparatively few existing schools 
were provided with enough electric 
base plug outlets when originally 
built. This has been a deterrent to 
a more widespread use of the many 
mechanical audio-visual aids, such 
as still-projectors, motion picture 
projectors, recorders, radios and 
record players, that will occupy an 
increasingly important place in post- 
war education. 

The newer schools, however, are 
going to want them, with 90 percent 
of the superintendents planning to 
have two or more such outlets in 
each classroom. A fairly recent de- 
velopment has been a continuous 
base outlet so that the plug of any 
electrically operated appliance can 
be hooked in anywhere along the 
base. A majority is interested in 
this. 


Interest in Bactericidal Lamps 


Another rather recent develop- 
ment is the bactericidal lamp for the 








elimination of airborne bacteria. 
There still seems to be some ques- 
tion about the efficacy of such instal- 
lations in areas as large as class- 
rooms, but 46 percent of school ad- 
ministrators and 36 percent of the 
architects are considering the use 
of them in toilet rooms. That they 
might be effectively used in locker 
rooms, infirmaries and clinics is evi- 
denced by the fact that 39 percent 
of the schoolmen believe they could 
be used in the first named location, 
19 percent in the second, and 20 
percent in the third. 


Conclusions That May Be Drawn 
From These Surveys 


The market for increased lighting 
in all fields of application immedi- 
ately after the war is over and for 
a sustained period thereafter is ex- 
tensive—probably the greatest the 
lighting industry has ever had. 

Fluorescent lighting will predom- 
inate the commercial and industrial 
fields. It is established with and is 
wanted by the majority of customers 
in these classifications. 

In the residential field fluorescent 
lighting progress will be slow for 
general use. In certain rooms of 
the home—kitchen and bathroom— 
customer acceptance will be more 
rapid. 

If fullest advantage of the immedi- 
ate market opportunities is taken the 
lighting departments must be pre- 
pared with sufficient men and women 
power to educate, promote and sell. 

If 2500 to 3000 was the lighting 
pcrsonnel of all utilities before the 
war, indications are that three times 
that number should be put to work 
immediately after the war is over. 

Lighting employees will need a 
thorough training to take fullest ad- 
vantage of sales opportunities and 
to promote quality lighting as well as 
quantity lighting. If the “hit and 
miss” methods of training largely 
employed in the past are to be re- 
vived, the result will continue to be 
far below the potentialities. 

The time to prepare a lighting pro- 
gram—set up a training program 
and build up a lighting organization 
is—NOW. 





*Excerpts from a chapter from Section 
VI—Postwar Lighting Markets—of the 
Postwar Planning Report of the Com- 
mercial Planning Committee of the Edi- 
son Electric Institute. 
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To Sell More Control Equipment 


Study Products and Applications 





N the wholesaler’s organization, 

as in that of the manufacturer’s, 

the problem of selling is the 
most important as it is indeed the 
most fascinating. Successful selling 
is the result of unremitting energy, 
wisely directed. It thrives on com- 
petition which it uses as its inspira- 
tion. 

Paradoxically, we are all inclined 
at times to bemoan the amount of 
competition prevailing, yet without 
it there would be no “competitive 
spirit” which wins sales victories. 
\nd as competition gets keener, as 
it always does, the necessity for 
meeting it with better selling tools 
and personnel becomes a threat, a 
promise, and a challenge to the real 
sales executive. 

For purposes of illustration we 
can take a lesson from the field of 
sports where progress engendered 
by the “competitive spirit’ is pro 
ducing the most brilliant results. 
Records which were considered phe- 
nomenal a few years ago are now 
regarded as commonplace. New 
highs have been established and the 
big prizes go to the “super special- 
ist’’ who became so by intensive 
training, unremitting practice and 
study of the game. 


Is there not something which the 


wholesaler and his salesmen can 
learn from all this? We believe 
there 1s. 


In fact we are convinced that 
the wholesaler who fails to take 
stock of himself and his organ- 
ization in the light of the new 


*Vice President in Charge of Sales, 
BullDog Electric Products Company, 


Detroit 
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By J. J. Mitchell* 


conditions which the war has 
created and adopts an intensive, 
enthusiastic and aggressive atti- 
tude, with respect to his function 
as a distributor is doomed to fail- 
ure or at best must remain satis- 
fied with mediocre results. 

The big prizes will go to the 
wholesaler who makes himself a spe- 
cialist in his field so that none can 
compete with him when it comes to 
quality and uniqueness of lines han- 
dled, plus a real knowledge of their 
successful application to his cus- 
tomers’ problems. 

Gone is the day when the whole- 
saler, deciding to make an addition 
to his force, hired a_ salesman, 
handed him a catalog, drew a circle 
around a certain trade area on the 
map and sent him forth with his 
blessing. Today such a “salesman” 
would stand about as much chance 
for survival as the proverbial snow- 
ball in Hades. 

We repeat, the successful whole- 
saler will render himself immune to 
the worst effects of the purely price 
type of competition by becoming a 
“specialist” in quality products, the 
sale of which requires at least some 
engineering knowledge and training. 
True, in the interests of service, he 
will still carry and maintain a stock 
of such staples as wire, cable, con- 
duit, etc. But his chief interests and 
chief efforts will be centered in and 
devoted to quality engineered prod- 
ucts, the applications of which have 
been pioneered and widely adver- 
tised by successful manufacturers of 
national reputation and leadership. 

Such wholesalers will then reflect 
the guiding principles of these suc- 
cessful manufacturers, which are 
based not on always expecting con- 


ditions favorable-to a so-called sell 
market but the 
creation of better products, the pro- 
motion of new applications and the 
adoption of better and more inten- 
sive selling methods. The knowledge 
and help of this type of manufac 
turer is always at the disposal of his 
distributors and their 
that the process 
comes a continuous and_ profitable 
one. 

Without in the least wishing to 
pose an authority, but solely with 
the thought that it might prove help- 
ful as a case history, might we cite 
the record of our own experience to 
illustrate how _ this 
theory actually works? 

Not so many can 
acutely recall the economic cycle was 
in a prolonged “valley” phase with 
the supply of goods far exceeding 
the demand, resulting in an intensely 
competitive market. At that time 
the average manufacturer in at- 
tempting to secure business was vir- 
tually in the position of a buyer at- 
tending a “reverse auction.” Under 
such conditions it was observed that 


er’s rather on 


salesmen, so 
of education be 


“specialist” 


years ago we 


companies willing to sacrifice nor- 
mal profit by bidding the lowest, 
usually got the orders. 

This, of course, was the reverse 
of a healthy condition and the out- 
look was not encouraging. 

Taking full and careful appraisal 
of the situation, we realized that 
some fundamental change in outlook 
and action was necessary to coun- 
teract the demoralizing results of 
these economic conditions and our 
efforts on the design and develop- 
ment of specially engineered prod- 
ucts whose nature and application 
would raise them above the common 
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level of purely competitive devices. 

This desirable course of action 
required a program involving exten- 
sive research and development of 
new products unique in their design 
and application which would not 
only meet but in many instances 
would anticipate industrial trends. 
In addition to the design and devel- 
opment of such new engineered 
products, our program envisaged 
and provided for improvements in 
so-called standard products usually 
carried in jobbers’ stocks. 

Our safety switches had been de- 
signed and manufactured to meet 
acceptable and conventional stand- 
ards but, nevertheless, under our 
new program this line was com- 
pletely redesigned for performance 
and appearance, and the result was 
a unique safety switch which evoked 
the highest praise of the trade on its 
first appearance and quickly estab- 
lished itself as a distinct contribu- 
tion to the safety switch art. 

In the class of engineered prod- 
ucts for secondary electrical distri- 
bution, improvements and creations 
of new designs were also developed 


and the results were equally spec- 
tacular and gratifying. 

Today, as a consequence of such 
effort, the resulting products are 
considered an advanced and highly 
practical means of secondary elec- 
trical distribution because they pro- 
vide a flexible adaptable form of 
electrical distribution to meet the 
more flexible and versatile require- 
ments of industry today. 

They represent and are accorded 
recognition as a modern way to dis- 
tribute electric power and light in 
industry—that industry which, de- 
spite the marvellous improvements 
in its machinery and _ production 
processes during the past quarter 
century was still hampered and de- 
nied the full fruits of its genius by 
an inflexible fixed type of wiring 
system, relic of a dead age of half a 
century ago. 

When those improvements 
made and new products developed, 
we realized that it would be equally 
necessary that our field men _ be 
trained engineers who, in coopera- 
tion with the wholesaler, would be 
capable of studying the customer’s 


were 
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problems, and laying-out and esti- 
mating the material to best fit the 
requirements of the particular job. 

So we embarked on an intensive 
educational program by first very 
carefully selecting salesmen capable 
of absorbing technical 
Then we 


knowledge. 
prepared all 
training material and sales informa- 
tion in such a way as to enable them 


carefully 


to successfully exploit the applica 
tion of these engineered products. 

\fter that, by 
ingly and courageously at it, our de- 
termined efforts, coupled with the 
equally intense application of our 
carefully selected sales group, finally 


keeping everlast- 


enabled us to attain the goal we 
had set. 

The position achieved by that pro- 
cedure will be perpetuated by our 
determination to maintain a policy 
of research, development and selling 
which will enable our wholesalers to 
supply industry with 
products of the 


engineered 
highest quality 
coupled with a unique engineering 
service from our field force. 

We sincerely believe that the nar- 
ration of this experience points a 
moral for the far-sighted wholesaler 
and that the planning which proved 
so successful in our case might well 
inspire wholesalers throughout the 
country to initiate something similar 
in his own organization that , would 
prove equally beneficial. 

We all know that inevitably the 
present seller’s market will be fol- 
lowed by a highly competitive one. 
Wholesalers, like manufacturers, can 
best prepare for this day by spe- 
cialization in quality products and 
by a wide, intensive educational pro- 
gram for their salesmen. 

Under the new conditions there 
will be little room and less hope for 
the mere “order taker.” 

We are convinced that while pros- 
pects for business look particularly 
good for the post-war years, that 
very fact will make for keener com- 
petition, as the lure of success will 
be stronger. 

And the rewards will go, as they 
always do in every field of endeavor, 
to those who are quality conscious 
and can inspire a similar conviction 
in others and who possess a keenly 
developed “competitive spirit” in the 
highest sense of that term, which, in 
our opinion, include 
knowledge of the game, knowledge 
of the tools—and the right tools! 


study and 








Expert Cooperation Can Make 


Small Customers’ Future Secure 





ACH business venture that be- 
comes a casualty is not only a 


personal misfortune, it is also 
a public one. For the nation as a 
whole it means the loss of a certain 
amount of capital and credit; it 
means a lower standard of living for 
one or more people through unem- 
ployment ; and to other businessmen 
with whom the failing company dealt 
it means the loss of a customer for 
goods, materials, products or serv- 
ices. It means losses of many kinds 
to the community and to the nation. 

Small businessmen are the back- 
bone of our free enterprise system 
and way of life. The small business- 
man is his own boss. He more near- 
ly controls his own destiny. He 
represents the “native” skill and in- 
genuity which collectively brought 
us victory over the most tyrannical 
forces ever unleashed upon the 
world. 

Without hundreds of thousands 
of so-called small businessmen big 
business would not have been able 
to perform the miracles of produc- 
tion that have been given due credit 
for helping successfully terminate 
the war. It is the small business- 
man’s prosperity which makes or 
breaks the general wholesomeness of 
our overall business structure. For 
this reason, a continued high rate of 
mortality among small businesses 
could rob our whole economic sys- 
tem of its vitality and ultimately of 
its freedom. 

The Government recognized the 
truth of this concept at the early 
stages of the war. Congress set up 
a Small Business Committee in the 
Senate, and legislation was passed 
creating a Smaller War Plants Cor- 
poration to aid small concerns in 
procuring war contracts and obtain- 
ing materials and facilities necessary 
for fulfilling these contracts. 

But now the war is over. 


Now 
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By Alfred Schindler 


Under Secretary of Commerce* 


something again must be done for 
them as well as for retailers, dis- 
tributors, operators of services. 

These small businessmen who rep- 
resent 93 percent of our business 
population, who sell 30 percent of 
all the goods and materials we pro- 
duce, who service about 90 percent 
of the nation in countless different 
ways, and who support big business 
by buying raw materials and finished 
products for manufacture, distribu- 
tion and sale—these small business- 
men have, as in the past, been left 
too much to shift for themselves. 

“The seedbed of our democracy,” 
as Secretary Henry Wallace refers 
to our small businessmen—the seed- 
bed of our democracy has been left 
to grow and thrive unnurtured. This 
is one of the main reasons for the 
present high rate of small business 
mortality. 

We have helped the farmer to im- 
prove his acreage yields, shown him 
how to rotate his crops, told him 
what fertilizers to use and how to 
use them, shown him how to irrigate 
his land, and keep him constantly 
informed of the latest techniques in 
crop cultivation. But we have done 
little for the small businessman. 

While we have made it simple for 
the farmer to finance his operation 
from credit furnished on easy terms 
by land banks which have been set 
up under Government sponsorship 
and help him sell his crops by fur- 
nishing him with the latest market- 
ing information, we have failed to 
give the small business man the 
practical information and counsel he 
needs for most profitable operations. 

As the public’s present admin- 
istrators of the Department of Com- 


merce, both Mr. Wallace and I be- 
lieve that something realistic and 
concrete can and should be done for 
our small businessmen. After mak- 
ing a long and careful survey, with 
the help of the Department’s Small 
Business Advisory Committee, of 
the objectives to be reached, we have 
submitted to Congress some very 
definite recommendations outlining 
these objectives and a plan designed 
to reach them as fully and as quickly 
as possible. 

The plan calls for providing small 
business men with facilities for 
learning the most efficient methods 
of operations—facilities taken from 
the practical experience of success- 
ful businessmen like yourselves. 

With the aid of business leaders 
we want to establish Department of 
Commerce business counselling 
staffs in every important and indus- 
trial center in the country. These 
staffs would offer business men 
guidance and informational material 
on such important problems as gen- 
eral administration, production, loca- 
tion, capital requirements of the 
business, the type of organization 
needed, buying procedures, inven- 
tory practices, methods of selling, as 
well as display and advertising tech- 
niques. They would also discuss 
with business men such important 
matters as market sources, the selec- 
tion and training of personnel. They 
would provide, where necessary, 
legal and tax guidance and material 
on the latest technical advances. 

Moreover, our field staffs would 
provide the small business man with 
the latest information on the general 
state of business activity and the in- 
fluence of current economic trends 
on business as a whole as well as on 
specific businesses. Monthly infor- 
mation would be sent to him on the 
latest economic opportunities within 
his locality. 
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Another very important phase of 
the work of these field units would 
be to provide businessmen and new- 
comers with information on what 
immediate facilities are available to 
them for “risk capital” and short- 
term credit, either private or gov- 
ernmental. 

Another objective of the program 
is to encourage foreign trade. Our 
phenomenal war production has 
caused the whole world to look to us 
for the kinds of materials and prod- 
ucts they obtained through lend- 
lease. Many of our service men want 
to buy some of the products and ma- 
terials they saw in other lands. 

Here again are new frontiers. As 
an importer or exporter the small 
businessman would need to know 
about changes in foreign tariffs and 
foreign trade regulations, existing 
and potential markets abroad, and 
economical methods of packaging his 
goods for trans-oceanic shipment. In 
this work, our field offices would 
have the latest available information 
direct from the Commercial At- 
taches of the Department of State 
stationed in every foreign land. 

Another compelling problem 
facing the small businessman today 
is his inability to meet the challenges 
of scientific advancement that big 
business constantly projects as part 
of its search for new frontiers. Small 
businesses do not have the money it 


costs to employ adequate technical 
or engineering advisors, yet major 
changes are taking place every day 
in methods of production and dis- 
tribution. 

Moreover, we are entering the 
“atomic age,” and all that it implies 
in scientific advancement. For this 
reason, our planning in the Depart- 
ment of Commerce has embodied 
provisions for aiding and guiding 
small businesses in the introduction 
of new products, in the improvement 
of old products, in the introduction 
of new processes, and in the revising 
of old processes. In general, every 
effort will be made to assist the 
businessman in solving the many 
technical problems with which he 
may be faced. 

Long months of thinking and hard 
work has gone into the shaping of 
our plans for small business, and for 
this reason perhaps the most sig- 
nificant body of our citizens who 
will be helped by them are the young 
men now coming out of the armed 
forces. Many thousands of these 
men have indicated a desire to open 
small businesses. They have the 
right and we should bend every 
effort to help them in the realization 
of their hopes and ambitions. 

There are among these young men 
many who just a few years back 
were wandering youths of the de- 
pression without much hope ahead. 
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They worked on some menial job 
that barely paid enough for sub- 
sistence. This need not and should 
not be the lot of our youths today. 

These young men have saved a 
good bit of their service pay, they 
have bought bonds, and they will 
have their bonuses. They will have 
money loaned them on easy terms if 
they want to go into some business. 
Their pockets are not jammed and 
bulging with adventure-bent dollars. 
Nor are they wild-eyed speculators. 
The many I’ve talked to want noth- 
ing more than security—the security 
they feel they fought for and have 
a right to expect. They either want 
a chance at a good job or a small 
business of some kind that they can 
work up and make pay. 

It is to this great body of business 
newcomers that the practical ex- 
periences of business men like your- 
selves will be submitted. Our field 
offices will come knocking at the 
doors of old and established busi- 
nesses like yours and write up “case 
so that the service man 
a series of standards by 
measure his own opera- 


histories,” 
may have 
which to 
tions. 

Of course, our plan is contingent 
upon what the Congress gives to 
the Department in the way of funds. 
It is not formulated to work mir- 
acles. It merely provides a series 
of balanced services in all the need- 
ed fields of business which all busi- 
ness men are free to make use of. 
It is a plan developed for business, 
with the aid of business for the 
fullest use of business. 

Every small business man is an 
outpost of democracy. It is for this 
reason that we must secure their 
future. For unless we strengthen 
our small businesses, unless we pro- 
vide them with the kind of help and 
guidance they need in their fight for 
survival, then the trend toward con- 
centration of our economy in the 
hands of big business monopoly will 
surely overtake us. 

If that ever happens we will rue 
the day, for we will have strangu- 
lated the free enterprise that made 
us a great country. Yes, we will 
have kissed industrial democracy 
goodbye. 


*Condensed from a talk before the 
Century Association of the Chamber of 
Commerce and Loard of Trade of Phila- 
delphia, November 13, 1945. 
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RE-LIGHT AMERICA! 
For Hard-Hitting Salesmen 





ITH the new lighting tools 
and techniques shown at the 
great Victory Lighting Jubi- 
lee in New York this month, intelli- 
gently combined with the familiar 
yet ever-versatile filament lamp, the 
electrical industry stands ready to 


relight America. Not all 


are yet freely available, but produc- 
tion is increasing and stocks will 


continue to grow more 
rapidly as the days go by. 


m\ reneral Sales Manager 


Lamp Department, General Electric 


Company, 
Vela Park, Cleveland, Ohio 
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N. H. Boynton 


The prospect for lighting growth 
is almost unlimited. America rec- 
ognizes its need for relighting in 
plants and stores, in hospitals and 
schools, in offices and homes, and all 
sorts of public and private buildings. 
Yet with lighting demand at an all 
time high and lighting materials 
only just back in production, there 
is reason for neither discouragement 
or delay. Lighting with the lamps 
and fixtures now available can begin 
to build for the future, begin as all 
building begins—brick on brick, one 
store, one school, one office at a time. 

It must be obvious to the lighting 
industry that early relighting should 


set new standards for consumer 
service, new standards for lighting 
excellence. Every planned relight- 
ing job needs to be a stone in the 
foundation, a beam in the new struc- 
ture of a better lighted America. 

As the Victory Lighting Jubilee 
demonstrated to utility men, con- 
tractors, wholesalers and throngs of 
lighting customers from every sec- 
tion of the country, lighting, lamps, 
fixtures and controls have taken 
great strides since war began. Just 
behind all of the good new portable 
lamps and fixtures that filled the 
booths at the exposition are drawing 
boards covered with other lamps and 
fixtures still more beautiful, still bet- 
ter designed to serve the needs of a 
great consuming public. For the fu- 
ture, American lighting outlook is 
very bright indeed. 

When can relighting begin? With 
what tools, with what techniques 
will it be accomplished? In stores, 
offices, theaters, restaurants, and 
many similar commercial establish- 
ments, relighting already has begun. 
Slowly at first, but with ever- 
increasing rapidity, modern light- 
for-selling will be installed. Well- 
planned commercial lighting will 
combine cool, diffused fluorescent 
with the color and direction of fila- 
ment lamps. And, obviously, there 
are as many ways to apply the two 
light sources as there are men to 
plan new combinations. 

The only new lighting tool to 
emerge from World War I was the 
modern automotive head lamp. In 
the war that has just ended, more 
than 300 special lamps were de- 
signed or developed to meet specific 
lighting problems. They were used 
‘in many ways in new devices for 
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detection and 
trol. Then, too, as everyone in the 
lighting industry knows, fluorescent 
lighting came of age in the indus- 
trial plants of an America at war. 
Each successive year in the long 
history of lighting has been a year 
of progress toward better light for 
more people. The records for more 
than 30 years of lighting evolution 
show that today’s lighting dollar 
buys more than ten times as much 
as it did in 1912, an increase in 
lighting value of more than 1000 
percent. As little time ago as 1921, 
the lamps used for lighting America 
totaled only 113,000,000. In 1943, 
the number had increased to the 
amazing total of 416,000,000. And, 
at the end of 1943, manufacturing 
economies had reduced the cost of 
lamps by 78 percent. At the same 
time, lamp efficiencies have increased 
tremendously. Since the early car- 
bon lamp days in 1893, those lamp 
efficiencies have multiplied approxi- 
mately 13 times. In 1893, when ac- 
cepted lighting standards were at 
approximately the one footcandle 


communication, con- 


By N. H. Boynton* 


level, carbon lamps delivered 3.5 
lumens per watt. In 1913, lighting 
levels had reached an all time high 
of 5 footcandles. In that year lamps 
delivered nine lumens per watt. 
Every reader of WHOLESALER’S 
SALESMAN knows what has hap- 
pened since. Accepted standards for 
general lighting have multiplied 6 or 
7 times. 

Here is the indication of the ex- 
tent to which new lighting efficien- 
cies, reduced costs and larger vol- 
ume have made possible the wider 
use of light. If we take the light 
output of 1920 as 100 percent, the 
next two decades saw the use of 
light increased by 550 percent. In 
the next four years, light output was 
increased 1,100 percent over that of 
the year 1920. As the use of light 
increased more than five times, the 
cost of light went down. In the four 
years from 1940 to 1944, while light 
output went up more than 100 per- 
cent, the cost of all of the light used 
by the public was cut 60 percent. 

How truly American these econo- 
mies are will be revealed by a glance 


at pre-war lamp prices in some of 
the other countries of the world. If 
we use the 60-watt lamp as a meas- 
uring stick and express the price 
differentials in terms of American 
currency, this is the picture: 


Country Wattage Price 
Netherlands .... 60 70c 
Germany ........ 60 48c 
Hungary ........ 60 46c 
United Kingdom.. 60 36c 
Sweden ......... 60 33e 
Switzerland ...... 60 30c 
PE, ois a ke 30 60 22¢ 
eS rere 60 20c 


With this evidence in mind, let’s 
take a quick look at the future of a 
relighted America. Only a few years 
ago, 10 to 20 footcandles were av- 
erage in industry. Today, in the 
factories of America, 50 to 75 foot- 
candles are relatively common, and 
installations of 100 footcandles not 
too unusual. Intensities promise to 
move up both in industrial and com- 
mercial relighting. A few installa- 
tions, already on record, support a 
trend to much higher commercial 
lighting standards. A recent installa- 
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tion in Walgreen’s Oak Park, IIli- 
nois, drug store puts 100 foot- 
candles in the main shopping areas. 
Another, in the American Sporting 
Goods Store in St. Louis, will reach 
1,000 footcandles in the section im- 
mediately behind the display win- 
dows, graduating to 100 in other 
sections of the store. 

There are two factors that 
brighten the outlook for early ac- 
ceptance of higher standards in all 
lighting fields. Many workers in 
war plants have become familiar 
with modern lighting at higher in- 
tensities. In the business places that 
they patronize, in their homes, 


schools and clubs, they will not long 
be content with inadequate illumina- 
tion for difficult visual tasks. 

Never in the long history of light- 
ing has a new light source received 
such quick and complete public en- 
dorsement as has the fluorescent 
lamp. In a study, last year, of retail 
stores already relighted, we found 
the 88 percent of those who had in- 
stalled fluorescent like it, the 95 per- 
cent will recommend it to their 
friends. 

There as yet have been compara- 
tively few postwar commercial re- 
lighting jobs. Nonetheless, many of 
the combination fluorescent and fila- 


ment installations already made have 
been well enough done to support 
the basic idea that “Seeing is the 
biggest thing in selling—and light- 
ing is the biggest thing in seeing.” 
Just as, prior to the war, lighting 
sales were five times the old pre- 
fluorescent average, so 1946 can see 
the beginning of a volume twelve 
times that of any pre-fluorescent 
year. 

Today, new lighting tools and 
lighting techniques, new progress in 
lighting research and invention, plus 
modern methods of lamp and lu- 
minaire production, can bring good 
light within the reach of everyone. 
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CONTROLLED ATOMS 
or CONTROLLED LIVES 





INCE August 6th when the first atomic bomb was 

released over Hiroshima, the American people have 

been subjected to a continuous barrage of pro- 
nouncements on the use and control of atomic energy. 
Some of this comment has been strident, and much of 
it conflicting. A considerable portion of it has been of 
sincere and constructive excellence. 

It has not been easy to separate the wise counsel from 
the merely noisy, and it is small wonder that the minds 
of many are troubled and confused. 

However, the sheer mass of discussion poured into 
press and microphone has awakened us all to the gravity 
of the issue. In terms of any problem on which Ameri- 
cans ever have been called to exercise a judgment—This 
is It! 

Even the dullest now recognizes that atomic weapons 
hang over modern civilization like the Sword of Dam- 
ocles, and understands in some measure how fragile 
and taut is the hair of political balance that holds it 
suspended. 

From this point on, we need the coolest and most 
carefully considered judgment that can be brought to 
bear. Discussion highly charged with emotionalism will 
but increase the tensions both at home and abroad, and 
render wholly insoluble a delicately intricate problem. 


What Is The Problem? 


The major outlines of that problem now are coming 
into focus in understandable terms: 

1. The scientists have opened up a new and virtually 
unlimited storehouse of energy, and the engineers have 
discovered how to turn it into a military explosive in- 
comparably more powerful than any we have known. 
We know that this energy may also be used to produce 
heat for useful power, and we suspect that the radio- 
active substances produced by the process in hitherto 
unimagined quantity may also have medical, industrial, 
and other constructive applications. 

2. Terrifying as have been the demonstrations of the 
atomic bomb thus far, we know that they are as noth- 
ing in comparison with its potential destructiveness. The 
explosive force of individual bombs can be increased 
tremendously, and means for their effective delivery to 
predetermined targets in wholesale quantity already are 
at hand. The experts tell us that no practicable means 
of interception can be devised, and that reprisal in kind 
probably will be the only answer to an enemy attack 
with atomic weapons. 

3. So far as we can see now, even successful retalia- 
tion would be at best an answer of hollow effect. Any 
two nations each having wholesale stock-piles of bombs 
could accomplish the practical destruction of each other. 


Since a first treacherous blow might well constitute an 
enormous advantage, a nation actuated by a ruthless 
urge to conquest or revenge might have the best chance 
of survival. But since the widest possible dispersal of 
bombs and launching units would be dictated by the 
strategy of atomic weapons, it is doubtful that one nation 
could destroy another without itself suffering destruc- 
tion. On both sides the major centers of population could 
be wiped out, and the nation of least concentrated in- 
dustrialization and commerce would suffer least. How- 
ever, no one can be sure that the concentrated explosion 
of as many as 20 thousand atomic bombs would not 
poison the atmosphere of the world to an extent that 
would be fatal to great masses of population, not only 
within the country bombarded, but perhaps in the coun- 
try which launched them. 

4. The problem is further complicated because, so 
far as we know now, any large-scale commercial use 
of atomic energy as a power source is more or less in- 
extricably linked to a potential military use. It is true 
that, if atomic power becomes economically feasible 
(which is by no means certain for a long time to come), 
it would require only low-grade concentrates of fission- 
able material, which would need further elaborate and 
costly processing before reaching explosive potential. 
But the process of producing such low-grade concen- 
trates constitutes perhaps two-thirds of the industrial 
effort required to make effective bombs. It follows, then, 
that if nations were to equip themselves to produce large 
quantities of low-grade concentrates for power genera- 
tion, the effort required to develop large-scale bomb 
production would be materially reduced. Moreover, the 
maintenance of an effective inspection to police agree- 
ments not to produce bombs might be forbiddingly dif- 
ficult if atomic power generation were allowed. 

5. In addition to the major problem posed by the use 
of atomic bombs in international war, any nation which 
produces or possesses such bombs, or the fissionable 
materials with which they are loaded, faces still an- 
other in the danger of their falling under the control 
of paranoid elements in its own population. 


What Are We Going To Do About It? 


We face the hard fact that we have produced a weapon 
capable of destroying whole nations—perhaps even the 
whole world. Although we were importantly aided in 
its development by the nationals of other countries, we, 
together with Great Britain and Canada, now must take 
the initiative in deciding what shall be done with it. 
We have only two choices. We can try to keep this 
weapon as a monopoly of our own, or we can try to 
place it under broad international control. 





Can We Keep It To Ourselves? 


If we know one certain fact about the atomic bomb, 
it is that it cannot long be held as a monopoly of those 
nations which produced it. 

If Nazi Germany had succeeded in developing the 
weapon first, it probably would have attempted to achieve 
world dominion, with utter destruction as an alternative. 
Such a course is not within our range of choice. It violates 
every principle for which we stand. 

Much reckless nonsense has been uttered concerning 
the inability of other nations to master the scientific, 
engineering, and industrial problems involved. It is the 
virtually unanimous opinion of those who worked on 
the project that several nations today are fully equipped 
in science, engineering, and industrial organization to 
produce atomic bombs and to provide the means for 
launching them. At least one of these nations, Russia, 
has also access to an ample supply of the necessary raw 
materials. The only debate is over whether it would take 
three, or five, or ten years for her to marshal her re- 
sources to produce bombs in multiple thousands. Once 
such an atomic race were on, we have no reason to be- 
lieve that Russia might not divert more resources to the 
task than we ourselves should be willing to put into it. 

Additional nonsense is talked as to how we might 
attempt to cope with the problem of living in a world in 
which mutually suspicious or hostile nations faced each 
other, with stores of atomic weapons on both sides. We 
hear talk of dispersing our cities and even of moving 

nderground. No one has seriously reckoned the dif- 
ficulty or the cost of following such counsel of despair. 
Still less has anyone appraised the neurotic effect upon 
men’s minds of living by any such preposterous formula, 
under continuously mounting tension day after day, and 
year after year. 

Certainly, if we could find no way to prevent the com- 
petitive production of atomic weapons, we should be 
driven at least to the selective dispersion of our bomb- 
launching facilities, of certain key industrial establish- 
ments, and of our centers of government and governing 
personnel. We should be forced, also, to change our 
traditional requirement that only Congress can commit 
us to active war. We should be forced to organize our- 
selves as a police or military state, with our scientists 
regimented and muzzled, with all of us under constant 
surveillance against the smuggling and planting of time- 
bombs, and constantly alerted against attack through 
the air. 

Before we commit ourselves to any such intolerable 
procedure, we should be mad not to explore all possible 
means for making it unnecessary. 


The Only Feasible Alternative Is Effective 
International Control 


This cardinal principle has been recognized in the 
statement of November 15th, issued jointly by Presi- 
dent Truman, and Prime Ministers Attlee and King. Their 
statement frankly concedes that against atomic weapons 
there can be no adequate military defense, that no nation 
can command a monopoly of such weapons, that responsi- 
bility for eliminating atomic energy as an instrument of 
war and for devising safeguards over its use for the 





advancement of science and other peaceful and humani- 
tarian ends rests upon the civilized nations of the world. 

They propose that a commission be set up at once under 
the United Nations Organization to make recommenda- 
tions: (a) for extending between all nations the ex- 
change of basic scientific information for peaceful ends, 
(b) for control of atomic energy to the extent necessary 
to ensure its use only for peaceful purposes, (c) for the 
elimination from national armaments of atomic weapons 
and of all other major weapons adaptable to mass de- 
struction, and (d) for effective safeguards by way of 
inspection and other means to protect complying states 
against the hazards of violations and evasions. 

Already criticism is leveled at the wording of the 
statement, at alleged omissions, at the wisdom of choos- 
ing the United Nations Organization as the medium 
through which to seek agreement in view of the weak- 
nesses of the UNO Charter. ; 

None of these issues should be crucially important. 
What matters is that an invitation has been issued in 
good faith for the nations of the world to meet and de- 
cide upon means for assuring the elimination of weapons, 
the existence of which no one can afford to tolerate. 

The decision cannot be other than international; it 
will require the best thought of the best brains the world 
can muster. The smaller nations have an equal stake 
with the large, and from them may well come the most 
fruitful suggestions. But Russia now holds the key to 
the success or failure of our proposal. If she accepts our 
invitation, no other nation will refuse. 

Alternatively, there will be an international arma- 
ment race paced by atomic weapons. It will mean an 
end of free science, a severe policing and regimentation 
of international travel and trade, and innumerable re- 
strictions upon those individual freedoms which we have 
just fought so desperately to preserve. This is the dis- 
mal prospect if we fail to arrive at a genuinely inter- 
national accord on the control of atomic energy. But even 
this interval would promise to last only for an uneasy 
period, until someone started pressing the push-buttons 
on the panel-boards of extinction. 

The only permanent solution lies in finding means to 
eliminate war itself. That we cannot hope to achieve 
overnight, but we can, and do hope that the nations will 
now agree to eliminate atomic weapons and their radio- 
active by-products as instruments of war. 

If they do that, we can move forward more surely to 
the constructive development of the incalculably valu- 
able resources that science has newly opened to our use. 
And, we can hope also for a progressive improvement in 
international understanding. 

Unless the nations can reach agreement on this para- 
mount issue of atomic energy, it is difficult to conceive of 
any vital issue on which they might agree. 





President, McGraw-Hill Publishing Co., Inc. 
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The Victory 
Lighting Jubilee 








HE first exhibition of lighting equipment covering all the 

major lighting markets—commercial, office, industrial, school 
and residential—took place in New York City during the week 
of November 26. 


HE Lamp Department of General Electric is proud to have 
‘eee this Victory Lighting Jubilee. But by far the largest 
share of credit for the exhibition’s significance and success must 
go to the many manufacturers of lighting fixtures and portable 
lamps who participated. 


HE entire lighting industry is indebted to them for making it 
5 pews to see under one roof the results of their work to date. 
Their exhibits demonstrated very clearly the great progress light- 
ing has made and indicated the direction of further development. 
Everyone who visited the Jubilee was impressed with the wealth 
of designing talent and manufacturing skill displayed . . . and came 

away firmly convinced of the lighting industry’s great future. 


HE Lamp Department of General Electric deems it a privilege 
T: have been associated in this enterprise. The progress already 
achieved is noteworthy. General Electric will continue to do its 
share toward even greater accomplishment through the develop- 
ment of new and better G-E Lamps. 


JA Zito. 


Vice President 
General Electric Company 


| 
| 


December 1945—-WHOLESALER’S SALESMAN 65 








<~<<<~<<<<<<~<~<~< 











>>>>>>>>> >>> 





Report of Progress 


toward making Moe B rothers’ Lightin ¢ Fixtures 
a coveted line for qualified electrical wholesalers 


Their eyes light up at the first look 


Design - 


to the tempo of today’s market . . 


when you offer designs that are keyed 
. fresh, original, 
clean, harmonious with the trend in interior effects. 


That is the first requirement of a first-rank line of 
lighting fixtures and it has been the goal of a 
part of Moe Brothers’ staff through nearly four years 
of 100 per cent war production. Reactions so far 


seem to indicate that they have achiev ed it. 


: The second re ‘uirement is quality. 
Quality 9 


Here the Moe Brothers are not con- 
tent to stand on their record, consistently maintained 
since they built their first lighting fixtures in 1919. 
Now they offer greatly improved and expanded facil- 
ities... automatic precision machinery . . . new proc- 


esses . . . new technical personnel _.. more floor space 


. a working force of over 600 people . . . every- 


thing that goes to make a dependable source for you. 


Merchandising Program 


Design and quality become productive when they are 
geared to a practical merchandising program. Moe 
Brothers’ program, based on a realistic study of mod- 


ern retailing practices, gives you a new approach to 


MOE BROTHERS 


the retailer . . . a new entree to highly desirable types 
of retail distribution. 


It comprises three basic lines: 


Residential Lighting Fixtures 

A short, balanced line (including a complete group of 
“staple numbers’) well-designed, carefully engineered, 
of top quality — for the low- and medium-price field 
where you can develop volume and enjoy a rapid turn- 
over of your investment. 

Commercial Fluorescents 
A new line (now in the tooling stage) that justifies itself 
on sight — offering high quality at competitive prices. 

Merchandising Specialties 
A new group of “traffic items.”” Distributors who have 
seen them are enthused by their obvious consumer appeal. 


: Sales of Moe Brothers’ regular catalog 
Policy eee A pat 


line are confined to a limited number 
of electrical wholesalers — selected with the same 
analytical care that you apply to the selection of your 
principal lines and sources. A number of distribution 
centers are still open. 


Production Manufacture of lighting fix- 


tures is rapidly getting under 
way. If this prospectus interests you, call or write us 
at Fort Atkinson today — or see us at the Victory 
Lighting Jubilee, November 30- December 4. 
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Make Sure 
Your Lighting Measures Up 


to the Stiffer Requirements of 
POST-WAR SELLING! 


THIS IS A MESSAGE for you station operators who 
know that the day will soon be here when pre-war 
standards and methods won’t be good enough for any 
department of service station operation! 


One of the cuances that’s certain to come is this: 
Improved service station lighting inside and out. For 
~ompanies’ plans and station surveys show that a 
‘om in station modernization is on the way! 
{UST MEAN Better Lighting, too, because it’s 
oven over and over again that no station is 
ized without Good Lighting. 





Your local Electrical Contractor is ready 
to help you in TWO WAYS: 


first: HELP YOU TO GET THE MAXIMUM BENEFIT OUT’ 
OF YOUR PRESENT LIGHTING SYSTEM 


Second: HELP YOU PLAN AND GET BENJAMIN LIGHT- 
ING THAT WILL KEEP YOUR STATION OUT IN FRONT 
OF COMPETITION !!! 


In your community there is one or more electrical 





THEY’RE BACK! 
BENJAMIN 





















floodlighting equipment will be DUO-SERVICE .. . 


yee mee SR A en se 


using them... 
duty... 
minimum cost. . . 
clean... 


The Original 2-in-1 and Most Popular of 
all Service Station Floodlighting Units... 


DUO-SERVICE FLOODLIGHTS 


Again the leader of Benjamin's complete line of service station 
the unit that 
revolutionized station floodlighting! Featuring Benjamin Life-Time 
Porcelain Enamel and Built-Like-a-Battleship Benjamin construc- 
tion, these Floodlights give you MORE FOR YOUR FLOODLIGHTING 
DOLLAR. That is why there are over 20,000 stations 
they make every lamp do double 
they deliver maximum light at 
are easy to 
and last.a life- 
time! Ask your 
Electrical Contrac- 
tor about them... 


contractors who, by experience and training, is 
well qualified to survey your station lighting re- 
quirements. Ask one of them to study your mod- 
ernization plans, and submit a lighting recom- 
mendation. You can depend upon him to provide 
you with Lighting Equipment that is designed and 
built to give you maximum lighting efficiency at 
a minimum of operating and maintenance cost! 

Calling in your electrical contractor is insur- 
ance against disappointment and assurance of 
satisfaction. 


Benjamin Electric Mfg. Co., Dept. GG. Des Plaines, Illinois 
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FLOODLIGHTS 
THE GROUNDS 
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SERVICE STATION LIGHTING and 


a EQUIP MENT 











Distributed exclusively through electrical wholesalers 
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to the best in 
INDUSTRIAL LIGHTING EQUIPMENT 


Lighting reflectors that look very much alike may differ greatly as 
to quality and efficiency. Accurate measurement of these differences 
at the time of purchase is difficult... requires exacting laboratory 
and engineering tests not readily available to those who purchase 
and specify lighting equipment. 

Hence the value of RLM Standard Specifications in establishing 
basic standards of efficiency, design and quality...and the RLM 
Label to identify lighting equipment built to meet these standards. 
This label certifies that the industrial lighting equipment on which 
it is affixed has been manufactured and inspected in compliance 
with the exacting procedure developed and administered by RLM 
Standards Institute. 

Every RLM specification is drafted by a Technical Committee 
guided by the findings of the Illuminating Engineering Society, the 
recommendations of the Better Light-Better Sight Bureau and other 
recognized industry associations. These specifications are available 
without charge through manufacturers utilizing RLM inspection and 
certification service, or direct from RLM Standards Institute. 
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No. 1020 
FOR 


500 or 300-WATT 


SILVER BOWL LAMPS 


Here is a unit that rates “tops” whenever silver bowl 


lamps are specified ... the Curtis No. 1020 is a grace- 


ful, shallow-bowl design, delivering high efficiency. 


A single lamp-neck shield is regularly included, and 
for low ceiling installations a second shield is sup- 


plied at‘no extra charge if so specified. 


Maintenance is easy and fast because the lamp is re- 


movable through the bottom of the bowl. 


The unit is made of Alzak Aluminum in a beautiful 
grained finish with a polished ring at the base of 


the bowl. Write for specification sheet No. 2168. 


CURTIS fighting 


6135 WEST 65TH STREET, CHICAGO 38, ILLINOIS 
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Patented 
Other Pats 
Pend. 


FLEX-LOC Lamp Holder 


FLEXIBLE — Automatic — self-adjusting to variations in 
lengths of lamps or spacing of mounting holes. Engineered 
to fit all standard spacings. 


AUTOMATIC LOCK is positive. No need for extra locking 
devices. Lamp cannot fall out. Contacts cannot loosen. 


EASY insertion and removal. No twisting. No turning. No 
fussing to seat lamp in holder. FLEX-LOC does the work 
automatically. As lamp pins slide up to terminal holes, 
holder is flexed outward. As pins enter holes, holder snaps 
inward, internal spring returning to normal. 


PERFECT ELECTRICAL CONTACT — Newly designed, pat- 
ented terminals grip BOTH sides of lamp pins .. . make 
sure and positive contact. 


Listed and Approved by 
Underwriters’ Laboratories Inc. 


Automatic Start 


2200443 
2228210 


Y 






Automatic Starter 
Positively cuts out deactivated, flickering, blinking lamps. 
When trouble is detected the starter automatically cuts off 
current to the ballast and lamp. 
Gives long life to ballast because defective lamp is locked 
out. Prevents overheating. 
When Lloyd AUTOMATIC locks out defective lamp—turn off 
the current—remove defective lamp—put in a new lamp. 
Allow at least one minute to make above changes. Turn 
on current. The starter automatically lights the new lamp. 
The life of the AUTOMATIC starter is many times greater 
than that of the average lamp. 
It saves maintenance costs and power consumption, pro- 
tects and insures longer life to ballast and lamp. 
Certified by 
Electrical Testing Lab., Spec. 6 


Lloyd Policy Insures Quality 
LLOYD PRODUCTS CO. 


Providence 5, R. I. 
Branch Offices and Warehouses in 27 Leading Cities 


Pat. Nos. 








fl 
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of Pittsburgh 
Permaflector 





Fluorescent 
Luminaires 












All Presidential Luminaires are available in 
two, three and four lamp units utilizing 40-Watt 
T-12 fluorescent lamps. For surface mounting 
or suspension mounting — individually or in 
continuous row 





The “Presidential Series,” as shown at 


the New York Victory Lighting Jubilee, 
is typical of the outstanding lighting 
a ~ equipment designed by Pittsburgh Re- 


| flector Company. For over 30 years the 

\ VICTORY LIGHTING == | Permaflector trademark has been the 

JUBILEE \ symbol for quality lighting—designed 

_ —_ for maximum efficiency, easy installation 
and maintenance. 






OLIVER BUILDING 
PITTSBURGH 22, PA. 
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Permaflector 


Electrical Wholesalers find Pittsburgh 
Permaflector Incandescent and Fluores- 
cent Lighting Equipment easy and profitable 
to sell. This prestige line is “demand” 
merchandise— flexible in application— 
and comes packaged ‘“ready-to-sell.” 
Keep abreast with Pittsburgh Permaflector 
progress. Call your nearest Permaflector 
Lighting Engineer for full information. 


o- * 
Pinsbureh 


DISTRIBUTED BY BETTER 
ELECTRICAL WHOLESALERS 
EVERY WHERE 
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*Naturally, Certified 
Ballasts and Starters 
are a key part of Fleur- 
O-Lier Certification 


Why Fleur-O-Lier Means Assured Unexcelled Quality 


More than thirty leading manufacturers, pro- 
ducing a large variety of types and styles, have 
won the right to build Fluorescent Fixtures 
with the Fleur-O-Lier label. 


To qualify, a product must first be built to 
rigid and authoritative specifications covering 
lighting performance and electrical and me- 





chanical standards. 


But before a fixture is Certified and entitled 
to wear the label, it must pass rigid tests by 
Electrical Testing Laboratories, Inc. 


Even then, samples from regular production 
are subject to re-check. Continued quality is 
assured. 


WHOLESALER’S SALESMAN—December 1945 














pce i i 











This Famous Fleur-O-Lier Label Helps Sell More 
Than 30 Leading Makes of Fluorescent Fixtures 


Fluorescent Fixtures with the Fleur-O-Lier Label do a great 
job for your customers. But don’t forget, they do just as 
much for you. When you feature luminaires with this label, 
sales come faster. You don’t need to spend time reassuring 
the buyer regarding quality and value. And, you'll be giving 
the kind of satisfaction that builds steadily increasing 
long-continued business. Make Fleur-O-Lier labeled fixtures 
standard policy. Both you and your customers will do better. 


Fleur-O-Lier Manufacturers, 2116 Keith Bldg., Cleveland 15 Ohio 


FLEUR-O-LIER 
Manufacturers 


CERTIFIED FIXTURES FOR FLUORESCENT LIGHTING 


Participation in the FLEUR-O-LIER MANUFACTURERS’ program is open to any manufacturer who 
complies with FLEUR-O-LIER requirements. 
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Two 40-Watt Lamps 
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Yes, here are the brand new fixtures we 
invited you to come and see! 
Clean-cut, smart conceptions with a happy 


use of plastic, offering a practical solution 


Fluorescent for effective and discriminating use of 


Fluorescent in the home. 





by 
To see them is to agree that they bring 
es 
John C. Virden Co. sate | 
you the sparkle of originality, the charm 
CLEVELAND, OHIO ; » 
At the Victory Lighting Jubilee of glamour and, of course, wide sales 
Nov. 26th to 30th + Booth 69 + Aisle E opportunity. More new fixtures of typical 





Virden character are on the way. | 
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6 TIMES MORE LIGHT THROUGHOUT 
ENTIRE OFFICE BUILDING 


For a full year, Armour’s engineers tested many types of 
lighting fixtures . . . many different makes. MITCHELL 
U.R.C. Luminaire won... just as it has won in lighting tests 
all over America. 1500 units of Mitchell U.R.C. Model No. 
2032 were installed ... surface mounted individually and 
in continuous rows. All general and private offices through- 
out entire 6-floor building now enjoy abundant, glareless 
light. 37 footcandles is average maintained ... 6 times 
more light than before! Write for Catalog No. 267 giving 
full facts and lighting data on Mitchell U.R.C. Model 
No. 2032. 


* This is the original U.R.C. designed by the Utilities Research 
Commission, and introduced by Mitchell. 


Distributor on Job: Graybar Electric Co., Inc., Chicago Office 
Contractor: Fries Walters Co., Chicago 


WRAY Mitchell Manufacturing Company 

wG Wave 2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 
West Coast Factory & Sales Office: 

1019 N. Madison Ave., Los Angeles 27, Cal. 


on 10? uekt 
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Freddy Firefly says: 


News on Fast Deliveries! 


Delivery is being made on most of our models 
in three to five weeks. On some models we 
can do even better! 


Each unit is now packed in a NEW Enai- 
neered Carton, specially designed for all Fire- 
fly Fixtures. 


Our definite policy of selling only to accred- 
ited wholesale jobbers gives you ample pro- 
tection. All inquiries are referred to nearest 
jobbers in your territory. 


Write for illustrated bulletins and price lists. 
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MPETITION MAKES 
C0 Q 2 < 


STORE LIGHTING 
IMPORTANT... Jfgavalp* rorserex wert 
% 


MORE PROFITABLE SALES 


The days of the bulging consumer pocketbook are gradually yielding to close 
competition — and that's when you must be ready with the best in store lighting. Ss 
Leader Fluorescent Fixtures display your merchandise at its best — among the 
four models illustrated below there is one which will merchandise your products 

. increase your sales and profits. Write for complete specifications and prices. 


THE OFFICER WITH DIRECLITE ; BETTER LIGHTING, HIGH SURFACE 
FOR MERCHANDISE “SPOT” LIGHTING BRIGHTNESS AND LIGHT. OUTPUT 


= 5 Wherever maximum wide spread illumination, as well as good 
looks, are required, this Leader high level open type unit will 
serve with an efficiency beyond all comparison. Its acceptance 
for all types of commercial establishments has been universal and 
enthusiastic. .. , Of heavy steel construction, with chip proof white 
enamel reflectors and satin aluminum finished hinged end caps, it 
represents the ultimate in sturdiness and attractive streamlining. 
L-440 hos four 40-watt lamps. Length 49”, width 91/2”, 
height 51/2”. Companion unit L-240, has two 40-watt lamps. 


Smart, wafer thin, a beautiful Fluorescent Fixture that will add 
to the appearance of the establishment as well as diffused, 
pleasing, light. . . . The illustration shown above incorporates 
the easily attached Direclite for merchandise spot lighting. 
VL-440 uses four 40-watt lamps, Length 491/2”, width 16”, depth 312”, 


SOHSSSSSSSSHSSSHSSSEESEEEEESSSSESESSHSSSSSESSESEESSSHESESHSSSSEHSSSOSESHSSSESEHSESEHEHEEEEES 


When an Even UPWARD, OUTWARD and RECESSED TROFFERLITE 
DOWNWARD Flow of Light is Needed GIVES STREAMLINED MODERN EFFECT 


Due to their inherent versatility, ‘Leader Recessed Trofferlite” 
units may be economically installed as a replacement system in 
older buildings, as well as in original architectural plans and 
remodeling projects. 

For both large areas, and for the small room, where much 
improvement is effected by the absence of hanging obiects. 


12” wide with one or two 40-watt lamps; and 
24” wide with two or four 40-watt lamps. 
With or without glass panels or louvers. 


When light is needed on shelves, walls and floors as well as on 
merchandise, here is a moderately priced all steel unit that is 
precisely engineered to such a task. 

Easy to install in single units or in continuous runs, with pend- 
ant or ceiling mounting, this four lite, open type, parallel tube 
fixture stands for real trouble-free performance. 


VO-440 uses four 40-watt lamps. 
Length 4912", width 16”, depth 3%”. 


LEADER ELECTRIC MFG. CORP. 


6127 NORTH BROADWAY * CHICAGO 40, Sdeabpet 
WEST COAST OFFICE * 2040 LIVINGSTON STREET * OAKLAND 6, CALIFO 


SSSSSSSSSSSSSSESSOCHSSSSSSSSESOSSESESE 
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““SRYLIGHT’’ 
@ Custom-Built 


@ More Foot Candles 


@ Special ''Through- 
Brackets" Eliminate Dark 
Spots 


@ Also 6 other exclusive 
All-Bright features—ask 
about them 


Build a better business . .. write for 
FREE Catalog for full details. 


TELEPHONE: JUNIPER 6022 


BAMGNTELECTRIC PRODUCTS COMPANY 
ANUFACTURERS OF FLUORESCENT LIGHTING FIXTURES 


3917-25 KEDZIE AVENUE CHICAGO 18, ILLINOIS 
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Fluorescent Commercials ; A. . 
Fluorescent Circline Fivorescent Bed Lamps 
Kitchen Fixtures LD 


for Fluorescents | 
| of the future! 


@ The complete line of Lighting Products Fluorescent Units, designed to more 





















than complement your customer's most fastidious surroundings and constructed 
to give long carefree service, will give you the many sought after selling 


features you have been looking for. 


Our New Daylight Plant is now in full production and is equipped to perform 
all steps in the conversion of raw materials to complete fixtures. With all 
operations under one roof, centralized control of quality and uniformity are 
your guarantee of the finest in fluorescent fixtures and satisfied customers. 
Manufacturers of Fluorescent Commercials, Industrials, Bed Lamps 


— Circline Kitchen Fixtures, Table Lamps and Floor Lamps — Desk 
Lamps, Show Case Fixtures, Strip Lighting and Germicidal Units. 


LIGHTING PRODUCTS, INC. 


HIGHLAND PARK °* ILLINOIS 
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General Electric 
Lamp Research 
Expands your 


Lighting Markets 


OR the first time since the start of the war, the lighting industry has 

an unlimited opportunity to fulfill the promise of modern lighting 
in all fields of application. And General Electric Lamp Research, re- 
leased from wartime tasks, has completed development of new light 
sources that will expand still further the demand for higher levels of 
lighting. 
General Electric SLIMLINE Fluorescent Lamps will accentuate the 
trend to long, slender flowing lines of smooth light and encourage 
higher standards of lighting in stores, schools, offices and factories. 
General Electric CIRCLINE Fluorescent Lamps will stimulate the use 
of fluorescent in the home—and in many store applications. The whole 
G-E line of sealed-reflector bulbs, such as the R-40 reflector lamp and 
infrared heat and drying lamps, will come into wider use. 


Other developments are on the way. General Electric has already an- 
nounced a new low-brightness fluorescent lamp—and a phosphor that 
will make possible a long, tubular highly-efficient sunlamp that works 
just like a fluorescent lamp. 

The demand for lighting is tremendous. General Electric Lamp adver- 
tising is building the market by channelling this demand into a desire 
for higher standards of lighting. And General Electric Lamp Research 
is constantly at work to provide new and better lamps to help promote 
the progress of the lighting industry. 
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1. G-E Slimline 
Fluorescent Lamps 


The advantages offered by G-E SLIMLINE Lamps— 
length and slimness, plus operating advantages such 
as instant-starting and low-brightness—are certain to 
encourage higher standards of store and office light- 
ing. Dimensions of the longer lamps (72” and 96” 
long, one inch in diameter) recommend them for use 
end-to-end ‘in ceiling fixtures, as shown at the left. 
The shorter lamps (42” and 64” long, three-quarters 
of an inch in diameter) will find many applications in 
showcases, shelf-edges, show-windows and similar 
uses. And G-E CIRCLINE Fluorescent Lamps make 
possible a wide variety of new display units to high- 
light merchandise. 


2. G-E Circline 
Fluorescent Lamps 


Introduction of G-E CIRCLINE Lamps opens up the 
portable lamp field to fluorescent lighting. The cir- 
cular shape affords many new design opportunities 
and fixture manufacturers are designing floor and 
table lamps for a wide range of interiors. The model at 
the left, combining a 12” G-E CIRCLINE with a G-E 
3-Lite bulb, gives twice as much useful reading light 
as the best prewar “Better Sight” portable lamp. Appli- 
cations of G-E CIRCLINE Lamps are not limited to 
portable lamps—they make possible new designs in 
overhead fixtures for both the commercial and resi- 
dential markets. First G-E CIRCLINE Lamp, now in 
production, measures 12” in outside diameter. Two 
additional CIRCLINE Lamps (8%" and 16”) will be 


made available next year. 


mcttiomadnacnee STAY BRIGHTER LONGER 
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Yes sir, fluorescent fixtures equipped with Certified 
Ballasts can do a lot to increase customer good will. 
Because they not only mean satisfactory performance 
longer ... but also fewer service troubles for your sales 
representatives. 


And here’s why: 


1. Certified Ballasts are quality built... made to defin- 
ite specifications . . . to assure better lamp perform- 
ance. Leading fluorescent tube manufacturers 
recognize this—since with Certified Ballasts in a 
fixture, they will guarantee lamp performance. 


2. Certified Ballasts are E.T.L. checked. Sample ballasts 
are thoroughly tested by famous Electrical Testing 
Laboratories, Inc., before they are certified as 
meeting Ballast specifications. Random samples 
are periodically rechecked at the laboratory and 
at the factories. 


3. Certified Ballasts help assure top performance in fluo- 


rescent lighting units that use them . . . dependable 
service, too. And your customers know it. 


How about taking advantage of this for your fixtures? 
Give them the prestige, dependability and assurance 
of continuing customer satisfaction that Certified 
Ballasts can provide! 


Certified Ballast 
Wanupacturers 


MAKERS OF BALLASTS FOR CERTIFIED FLUORESCENT LIGHTING FIXTURES 


CHICAGO TRANSFORMER CORP. JEFFERSON ELECTRIC CO. 
3501 Addison St., Chicago, Illinois Bellwood, Illinois 
DONGAN ELECTRIC MFG. CO. SOLA ELECTRIC CO. 
2987-3001 Franklin St., Detroit, Mich. 2525 Clybourn Ave., Chicago 14, Illinois 
GENERAL ELECTRIC CO. WHEELER INSULATED WIRE CO. 
Specialty Transformer Section 378 Washington Ave., 
1635 Broadway, Fort Wayne, Ind. Bridgeport, Conn. 
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THE MILLER COMPANY -« 








... the patented Miller Ceiling Furring Hanger for any type furred ceiling 


This unique bracket is the “can do” behind today’s 
trend in construction and renovation... the trend 
of planning interiors around the lighting. 

Designed, patented and produced only by The 
Miller Company, this ingenious hanger licks many 
old construction problems—without creating new 
problems. 

It is no longer necessary to laboriously fit recessed 
lighting into hung ceilings. Instead, one simply 
hangs Miller Ceiling Furring Hangers from the 
structural ceiling—and furring, tile and Troffer 


MERIDEN, 


Lighting System are hung from the hangers! 

Thus, installation is speeded, wire, wiring and con- 
duit costs are cut—substantially—simple leveling 
means are provided...and, because less than half the 
usual supports are needed, there is more “above 
ceiling space” for piping aad air conditioning Cucts. 

The complete story is too big for this page. It is 
fully told in the new brocuure catalog —CEILINGS 
UNLIMITED. 


Miller Engineers and distributors are located ‘a 


principal cities. 


CONNECTICUT 





HEATING PRODUCTS DIVISION 
Domestic Oi! Eurners 
and Liquid Fuel Devices 


ILLUMINATING DIVISION 
Fluorescent, Incandescent 
Mercury Lighting Equipment 


WAR CONTRACTS DIVISION 
War Materiel 
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FOUNDRY DIVISION 
Non-Ferrous Metal Castings 


ROLLING MILL DIVISION 
Fhosptor Bronze and Crass 
n Sheets, Strips and Roils 
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BEST MERCHANDISIN 


INSTANTLY CONVERTS TO TYPE OF 
By. LUMINAIRE YOU NEED!...WITH 
PACKAGED ACCESSORY SETS 


NOW...You 


immediate delivery 


can make 


on large orders...with- 

out maintaining huge 
; 7 ‘hot 

expenstve stocks. 


Obviously, you’ve got a better chance of land- 
ing large orders if you can complete delivery 
immediately. THIS NO LONGER NECES.- 
SITATES EXPENSIVE BIG INVENTO- 
RIES ON EACH TYPE OF COMMERCIAL 
LUMINAIRE. You need stock only one 
major item—the ELECTRO BASIC UNIT, 
which you can convert instantly into any type 
commercial luminaire, with the aid of acces- 
sories from packaged sets. Thus, with a much 
smaller total stock, you can fill larger orders 
for any given model. 


Moreover, when you sell Electro luminaires 
you are sure of a satisfied customer. For no 
other line of fluorescent lighting offers all the 
features and all the quality you get in Electro 
... engineered for highest levels of lighting, yet 
with amazingly low surface brightness . 
Starters and lamps instantly removable from 
the top, and wiring more readily accessible 
than on any comparable fixture . . . Patented 
suspension bracket that enables one man to 
install any fixture in less time than is ordinarily 
required by two men... Designs of breathtaking 
beauty ... A selection of models affording ex- 
act desired concentration of light. 

Send for literature showing the spectacular 
engineering improvements featured in these 
fluorescents. Sold only by verified electrical 
wholesale distributors, 


ELECTRO MANUFACTURING CO: CHICAGO 
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to be bulky? 
40-watt lumi- 
‘Utilizes high- 
of the bare 
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“TSB” 


(Low Surface Brightness) 


GLASS SHIELDED FLUORESCENT 


Modern illuminating engineering has been applied to architectusg 
glassware, bringing fluorescent lighting into harmony with the mé 

smartly appointed interior decorations. Light is shielded by ceramic- 
finish glass, achieving high transmission with low surface brightness. 
Scientific design controls light in desired areas. Glass is molded in 
12” sections—individual sections easily removable. Adaptable to stem 
or flush ‘mounting, singly 0 or continuous. A few of the many other 








Spero engineers will be glad to cooperate 
contractors or engineers in applying "TSBs: 


i Me oe i ol ee 


18222 LANKEN AV 
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THE CORRECT FIXTUR 
FLUORESCENT INSTALL 


The Spero line of fluorescent luminaires represents corre 
engineered, attractively designed units for practically eve 


requirement. Items illustrated are now in production and 
orders will receive prompt attention. 


SPERO “LVR”— Masterpiece of Fluorescent Engineering. Made 
for four 40 W tubes. Light is shielded by louvres, hinged for 
easy maintenance. 


SPERO “CVG”— Low-cost glass shielded luminaire. Made for four 
40 W tubes. Ceramic finish (Claralite) glass panels are easily 
removed for cleaning. May be used without glass. 


SPERO “IU”— Low maintenance industrial unit. Available in 3 
sizes—for two 40 W tubes for three 40 W tubes and for two 
100 W tubes. 

lighting witho 
SPERO “KU”— Designed for residential installation in kitchen, switches, is av 
bathroom, etc. White or colors to match decorative schemes. Sizes most Spero lum 
for two or three 24” tubes. slight additiog 


SPERO “WL”— Window Lights for store windows, displays, etc. 
Made in three sizes, for two 48” tubes, four 48” tubes and 
four 24” tubes. 


SPERO Channel Strip—Single light units are available for 24”, 
48”, 60” and 96” tubes. 


SPERO Channel Strip—-Two-light units are available in 48” size. 
All channel strip finished in white baked enamel. 


SPERO “B” series Wall Brackets for decoration or supplementary 
lighting available in 18” or 24” tube sizes, chromium or white 
enamel finish. 


SPERO “BD” series Wall Brackets—with attached shield—available 
in 18” or 24” tube sizes, chromium or white enamel finish. 


Write for descriptive bulletins on any or all of these Spero fixtures. 





LITRIC CORPORATION 


Vii * CLEVELAND 19, OHIO 
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In the booth of Curtis Lighting, Inc., G. T. Morrow, vice-president M. Chippindale and L. J. Rozier of Day-Brite Lighting 
in charge of sales, and William Foulks stand under, and discuss, Inc. are in consultation in their company’s booth where 
the new fluorescent fixtures their company introduced. representative Day-Brite fixtures were shown. 
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In the Efcolite Corporation booth, Nat Cominsky chats In the booth of the Eastern Fixture Company: Sam White and 
with Harold Slavin of Asbury Park, N. J. Efcelite Emil Fackler, salesmen; Dave Gilman, president; Louis Gilman; 
showed a circline decorative fixture. Sam Resnick, sales manager; and D. D. Martin, Wholesaler. 
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NEW “ LAMPS STILL IN THE LABORATORY 


Charles F. Alshuler, right, sales manager of Kahn Mfz., Conferring in the booth of The Edwin F. Guth Company are 
Inc., is telling J. H. Muller of Butler Brothers, Chicago, Arthur G. Adams, Herb Lane, Edwin F. Guth, Sr., and E. C. 
all about the company’s “Firefly Line” of fixtures. Koegel, while Dan Barnard shows off the Guth line of fixtures. 
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1t the booth of Leader Electric Manufacturing Corporation, Wal- 
ter Glass, president, talks over the company’s fluorescent line with 
salesmen Lynn Ferguson and Paul F. Douty. 
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In the booth of Lighting Products, Inc., David H. Mason 
relaxes between visitors. President K. B. Lacey and vice- 
president M. M. Dunbar attended the lighting show. 
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George Hofkin, left, looks over some of the sales litera- 
ture at the booth of Metalcraft Products Company. Ready 
for consultation are Harry Field and Robert Abel, 
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POLAROID 
DESK’LAMP 
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In the main booth of Mitchell Manufacturing Company are Allen 
Meyers, J. David Gladstone of Tru-Air Ultra Violet Products Co., 
Los Angeles, George Montgomery, and Edwin A. Nickel. 








J. W. Lee, right, of Philadelphia Electrical & Manufacturing Com- 


pany, stands in the company’s booth as two visitors look over the 
display of “PEMCO” fluorescent lighting fixtures. 
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Left to right in the booth of Richter Metalcraft Corp. 
are: L. Puterman and M. Richter of the company, and 
M. Jarnick of Regent Products, plus two visitors. 





WHOLESALER’S SALESMAN—December 1945 


In the Swivelier Company booth, two of the company’s The Smithcraft Lighting Division’s booth was a little crowded, but 
district representatives, Chas. White, Boston, and H. W. identifiable are, seated, Charles Meyer and M. H. Kruger; standing, 
Groetzinger, Pittsburgh, have a chat. Mr. Rowe, James Brundage, an unknown visitor, and Bob Frey. 
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G-E MAKES A COMPLETE LINE OF LAMPS—Whatever your _telephone—one call takes care of all your requirements. 
lighting need, General Electric makes the lamp to fill it. | Strategically located warehouses assure you prompt and re- 
General Electric’s complete line of lamps is as near as your liable service. Look to G-E for all your lamp requirements! 


CIRCLINE FLUORESCENT 
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“| the CAMERA CLICKS 


On a Personaiehetfitrtedemmir through the 
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A Spectacular Display of TODAY’SWightingSources and Lighting Equip- 





y i ment for Industry, Commé@rce and }he Honje, by the Nation’s Leading 


; Manufacturers of Lighting Kquipmer. New York, Nov. 26 to 30, 1945. 


f 
Photos by Cenera I Electric Company, Lamp Department, Nela P@rk, and WHOLESALER’S SALESMAN’S staff photographer. 
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Above: 


In the booth of All-Bright Electric Prod- 
ucts Co—E. C. Boyden; A. Wayne Mer- 
rian, Albany, N. Y.; Nate G. Klein, 


owner; O. G. Morgan, salesman; G. W 
Yates, Chicago Transformer Co. 


Bent Glass Works 








2 Cee 
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The Art Metal Company 





—Benjamin Electric Mfg. Company 


Bright Light Reflector Co., Inc 
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Edw. F. Caldwell & Co., Inc. ; —— Camfield Manufacturing Company 


——— 


7 


Commercial Meta! Products Co. 


Crescent Metal Products 


CORNET 


PRODUCTS 
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Fluorescent Company of America The Fluorescent King Company 


siae ee an ARN AE 
S Poa Sole 


Garden City Plating & Mfg. Co. 
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“GENERAL DAY-LITE: CO. 


HOLDENIline Co. 
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Above: 


At thé booth of Gill Glass & Fixture 
€o., are Chas. Springer, eastern repre- 
sentative, and John Van Ness, whole- 
saler from Potsdam, N. Y. 


Left: 


Standing in center of General Day-Lite 
Company booth: Joseph Freedman; AIl- 
bert Schwartz; and Ben Cohen, Porcelier 
Manufacturing Co. 


Below: 


The Gruber Brothers’ booth, with T. R. 
McAfee, Mid-South Supply Co., Chat- 
tanooga, Tenn., M. D. Gruber, partner, 
and J. J. Villani, of the company’s engi- 
neering department. 





Holophane Company, Inc. Jones Metal Products Co. 


Kent Metal Manufd@fUring Co., Inc. 


Landay Metal Products Corp. Litecontrol Corporation 


WHOLESALER’S SALESMAN—December 1945 





The Miller Company 
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METROLUMES 


Left: 


The booth of Martens Manufacturing 
Company, with: Robert Donatelli and 
R. C. Sweigard of Walgard Products Co.; 
Wm. C. Hersh and Wm. H. Martens, of 
the company; and Chas. Michelson of the 
U.S. Navy. 


Mitchell Manufacturing Company 











This quality constructed 2-20 
watt Kitchen Unit, with 
stamped ends and baked- 
hard white enamel finish, is 
the most sensational, low- 
priced unit on the 
market today. 


AC 





270 South 23rd Street 
PHILADELPHIA 3, PA. 
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- Hitting a High Note 


on a Large Scale 


* The tremendous and enthusiastic trade 
recognition that is being accorded General 
Day-Lite fluorescent lighting units is respon- 
sible for their dramatic rise to record sales. 


They are hitting an amazing high note in 
popularity and are proving an outstand- 
ing favorite for quality, dependability 
and value. 


Mass production, quality controlled, is one 
of the significant factors contributing to 
their economy and wide public favor. 


Surely a line possessing so many virtues 
is worthy of your consideration. It merits 
investigation, at least, and your inquiry 
will receive prompt attention, 


fluorescent lighting 
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Pittsburgh Reflector Company 
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Nelson-Tombacher Company 


a 


Left: 
Moe Brothers Mfg. Co. 
Below: 


In the booth of Progress Manufacturing 
Company, Inc., are: Ben Trossman of 
Progress; Charles H. Fryburg of Paragon 
Sales Co., Philadelphia; Mac Shemer 
and Ruben Rosen of Progress; N. 
Dinion, Dinion Coil Co., Caledonia, 
N. Y.; Louis Slubin, manufacturer's 
agent, 
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N D ASSEMBLE D 


CHECK THESE 


GARCY 


Soeyvrna FEATURES 


Precision 1. Removable splice boxes and covers for 
Engineered each end. Splice chamber is 1%” long. 
2. Couplings for connecting strips in contin- 


for Perfection uous lengths. Extend 2” into each channel. 





eT aye| Economy 3. Embossed Screwholes in ends of strip 
NO. 8000 . match similarly embossed holes in coup- 
on the job! lings and end boxes. Strips are aligned per- 


fectly straight, bringing sockets back to back. 


4. Metal Socket covers prevent end sockets © 
being bent backwards allowing lamps to fall 
.. + protect sockets from breakage in hand- 


It’s better in the long run... and in short 


runs too. 18 inches or 18 miles, the unique ling end lemping. 
. ‘ 5. Rolled Edge channels and covers. Covers 
construction and quality features of can be snapped on and off without screws. 
GARCY FLUORESCENT STRIP insure 6. Wire Leads. Covers are furnished assem- 
. . ‘ A bled with ballast and sockets completely 
perfectly true alignment, quick, inexpensive wired with 2 feet of extra wire lead at each end. 
installation, and a permanently, trouble-free 7. Heavy Gauge Metal. GARCY STRIP is 
. “ rolled from heavier gauge metals. This com- 
job. Check the features listed bined with rolled and beaded construction 
here and remember to.. provides a solid, substantial strip which does 


not distort or lose its shape. 
8. Labels. GARCY STRIP is Underwriters’ 
approved and Union wired. 
r 
shook Gouri jobber for GARCY strip lighting is also available for 
2, 3 or 4 rows of lamps. 


G A R C y iz L U oO ae b S C € N T Reflectors, symmetric or asymmetric, are 


available for easy attachment to GARCY 


S T RIP LI G HTI N G fluorescent strip. 


w’ GARDEN CITY PLATING & MFG., INC. 


499% OGDEN BLVD. and S. TALMAN AVE. ¢ CHICAGO 8, ILL. 
New York Office —600 Broadway 
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Ruby Lighting Co. 
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Rem-Lite, Inc. 


Left: 


Republic Industries, Inc. 


Below: 


At the L. J. Segil Company’s booth: 
Leon Segil; Mr. and Mrs. 8S. Weinberger; 
L. Spiegelman; Murray Drake; Frank 
W. Garner. 


4), e. ale 
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for smooth going 
™on the job 
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“Exploded view” of 
reversible entrance 
cap shown below. 








Killark Service Entrance reversible fittings are designed for complete 
watertightness when used with elther horizontal or vertical conduit. 








Type BF—for 3” to 5” horizontal Type } A ay! ene ba 

conduit with 2, 3, 4 ; ing—ter_ 2 ertzental §sereul 

” ” a with 4 outlets. They are designed 
primarily for frame buildings. 





Type F B—Reversible entrance caps 





for 2, 3, 4, or 5 outlets with 2” Type FB—For vertical or horizon- 
to 1%” horizontal or vertleal tal 2” to 4” conduit. 2, 3, or 4 
conduit. outlets. 













Type SLB Entrance Elbow with rub- Type GSLB Entrance Elbow with 
ber gasket for '2” to 3” conduit. grounding hub—rubber gasketed for 
Sturdy, durable and weatherproof. 3%” to 1%” conduit. 


Killark fittings offer flexibility to the outside as well as 
the inside part of the job. 


Keep posted on the complete Killark line—with the latest 
complete Killark catalog. 


ANUFACIURING COM 










Offices and Warehouses: Atlanta, Baltimore, Boston, Chicago, Denver, Los 
Angeles, New York, Philadelphia, Pittsburgh, San Francisco, Seattle, Utica. Vandeventer & Easton Ave. 


Offices: Cincinnati, Cleveland, Dallas, Detroit, Kansas City, Minneapolis. SAINT LOUIS 13, MO. 





Silvray Lighting, Inc. Above: 


Herman M. Lazerson, vice-president of 
the Solar Light Manufacturing Company, 
in that company’s booth. 


Below: 


The display of Tru-Air Ultra Violet 
. Products Co., and J. D. Gladstone, chief 
John C. Virden Co. 


engineer. 
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| eace and vest atl length have come 
AM the days long tot & past 
tnd each heart whispering “Home, 


Home al tast’’ 





THOMAS HOOD 








SPANG-CHALFANT 


Division of The National Supply Company 


GENERAL SALES OFFICE: GRANT BUILDING, PITTSBURGH 30, PA. 


District Offices and Sales Representatives in Principal Cities 
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Watco Engineering, Incorporated 


Anderson Lighting 


The Boyer-Campbell Co. Art Specialty Co. 


f 


- 
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The “ADD-A-LIGHT” Strip...which in addition to being a 
complete fluorescent lighting unit within itself ...is the ba- 
sis for all adaptations shown in left column. Once a single 
unit is connected ... additional units may be extended any 
distance required (see male and female plugs above). Basic 


strips and attachments come in 24, 48, and 96 inch lengths. 


@ MOE-BRIDGES is proud to present “ADD-A-LIGHT” an entirely 
new type FLUORESCENT LIGHTING UNIT. “ADD-A-LIGHT” is 
a new conception in fluorescent lighting, not an old fixture with a 
new dress. It is a new “package lighting” line...and opens up a 
new market in lighting equipment sales to commercial institutions, 
homes and offices. “ADD-A-LIGHT” is equally as effective and ef- 
ficient for complete new installations ...the replacement market... 
or as a supplement to existing equipment. “ADD-A-LIGHT” can be 
merchandised in the same simple manner as toasters, coffee makers 
and all other portable electric appliances. “ADD-A-LIGHT” can 
be installed anywhere without regard to electrical outlet... and 
can be either pinned-up on picture hooks or permanently and 
quickly mounted using wood screws with bayonet lock-up mounting 
holes. You must see “ADD-A-LIGHT” to appreciate its complete 
simplicity and marketing possibilities. JOBBERS are requested to 
write for full information and to place their quantity commitments 
as soon as possible. DEALERS will find “ADD-A-LIGHT” a real 
addition to their package merchandise counter, and are invited to 
contact their Jobber immediately. 


MOE-DR EDGES corp 


SHEBOYGAN, WISCONSIN 
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Compco Corporation 


\ 





Left: 


The booth of Faries Manufacturing Co., 
with Victor Sohmer of-Sandel Mfg. Co., 
and J. V. Everard of Faries. 


General Electronics Greenly Lamp & Shade Co., Inc. 
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hallicrafters ravio 


THE HALLICRAFTERS CO., AGENT FOR RFC UNDER CONTRACT SIA-3-24 
MANUFACTURERS OF RADIO AND ELECTRONIC EQUIPMENT 


tHese vatuaste items “uaclable Tow CLIP THIS COUPON NOW 
or very soon. Write, wire or phone for further in- 

formation « head phones e« test equipment « com- RFC DEPARTMENT 426, HALLICRAFTERS 

ponent parts « marine transmitters and receivers e . 5025 West 65th Street @ Chicago 38, Illinois 

code practice equipment « sound detecting equip- woe See details on merchandise described 
ment e vehicular operation police and command sets 


C1 Send listings of other available items 
e radio beacons and airborne landing equipment. Seeds tiered o— 


a 
III ni 
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HE housewife of 1946 will be 
Ti to choose from an amazing 

array of products the electrical 
appliances which will make her life 
more comfortable and her work 
easier. Number one on her list of 
kitchen appliances will probably be 
an electrical refrigerator—with or 
without a freezer compartment. Per- 
haps she will also want, as a com- 
panion unit, a home freezer for 
freezing and storing foods. 

Next most likely contender for 
the family dollars is laundry equip- 
ment. According to a recent an- 
nouncement, the washing - machine 
purchase may be combined with the 
purchase of an attachment for wash- 
ing and drying the dishes, peeling 
potatoes, churning butter, and freez- 
ing ice cream. Also included in the 
laundryggroup may be a clothes drier 
ea fluff-finish many gar- 
me re dy me use without need of 
iroggtig. For the ironing, however, 
thethatrsewife will ~asg He choice 
of @ conventional iron, a steam iron, 
a portable ironer, or a_ standard 
ironer. 


Other Contenders for Dollars 


She may decide to buy an electric 
range. Electric ranges were sold in 
substantial volume before the war 
and may account for family expendi- 
tures of $164 million in a normal 
postwar year if sold at 1942 prices. 
And she might consider the pur- 
chase of a portable room cooler or 
even one of the complete packaged 


116 


1939 1940 1941 194X 
00. 45-675 


air-conditioning units, installed in 
conjunction with existing or new 
heating systems, which will bring 
year-round comfort to many homes. 

The entertainment of the house- 
wife will be fully insured if she buys 
a high-fidelity, noise-free, FM radio 
and a large-screen television set. 

In Markets After the War, pub- 
lished by the Bureau of Foreign and 
Domestic Commerce, a hypothetical 
projection of consumer expenditures 
was made for a normal postwar year. 
On the assumption that unemploy- 
ment will be at a minimum and 
prices will be at 1942 levels, certain 
sales patterns may be anticipated for 
a normal year following complete 
reconversion if the electrical appli- 
ance industry is as successful in 
competing for the consumer dollars 
as it was before the war. 


Refrigerators 


In 1941, sales of household elec- 
tric refrigerators reached a total of 
more than 3.5 million units, for 
which consumers paid $542.5 mil- 
lion. In a year of high economic 
activity after reconversion is com- 
pleted, the industry should have 
little difficulty in selling $796 million 
of refrigerators. 

Although nearly 20 million elec- 
tric refrigerators are installed in the 
28,910,000 wired homes of the 
United States, the saturation point 
is not in sight. The promotion of 
refrigerators with special features, 
such as freezer compartments, will 


By Donald S. Parris* 
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attract new users and will stimulate 
sales to present owners, many of 
whom will keep their old machines 
for auxiliary use. The second re- 
frigerator in many homes may take 
the form of a unit with large ice- 
freezing capacity and _ beverage- 
cooling space specially designed for 
use in recreation rooms or living 
rooms. Models have been designed 
for this purpose, some with wood, 
furniture-type housings and others 
with plastic housings. 

Many customers for mechanical 
refrigerators will be found among 
the 2 million or so new families 
established since 1940, the families 
which have increased in size and 
thus will require larger units, and 
the families whose homes are not 
now wired but will be. The new 
home construction programs visual- 
ized will add still other potential 
customers. 

A recent study by the Bureau of 
Labor Statistics, Department of La- 
bor, estimated that the construction 
of nonfarm dwelling units may reach 
580,000 in 1946 and will probably 
step up to 1,100,000 units in 1950, 
the estimated 5-year average being 
900,000. Most of these homes will 
represent potential customers for re- 
frigerators. 


Replacement Market 


The replacement demand in 1946 
and following years will be substan- 
tially greater than in prewar years 
because the refrigerators that have 
become obsolete have not been re- 
placed. Replacement of worn-out 
machines alone may add up to 2 mil- 
lion units a year for several years. 

The dollar volume of refrigerator 
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Show Your Dealers This Forecast 


Of Electrical Appliance Markets 


The techniques employed today in obtaining yardstick-information on 


future buying trends results in forecasts that, even when made on 


national basis are invaluable as a guide for LOCAL sales planning 
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sales will be accounted for by expan- 
sion in two directions—the sale of 
low-priced “stripped” model which 
can be purchased by those needing 
refrigeration without frills, and the 
promotion of deluxe models having 
special features, for those who want 
the finest, most complete equipment. 


Home Freezers 


The market potentials for home 
freezers cannot be gaged accurately 
because of the lack of historical data. 
The fact that more than 2 million 
families are now enjoying the con- 
venience and economy of food-stor- 
age lockers indicates that the sup- 
plementary home freezer will have a 
ready-made market when available 
in quantity. 

Many housewives will have foods 
processed at the locker plant and 
stored in the rented locker. Periodi- 
cally a quantity of food sufficient 
for current needs will be transferred 
to the home freezer for storage until 
wanted. 

Some consumers will purchase 
larger units and quick-freeze and 
store their entire requirements at 
home. 


Delivery Service 


Several food chains and other 
firms have plans for a complete de- 
livery service for frozen foods, 
cooked and uncooked, to the home 
freezer. Thus the housewife can 
have vegetables and fruits, picked at 
the peak of flavorful goodness, at 
any season of the year. Meats may 
be purchased when they are at their 
prime and in quantities, which result 
in lower prices, and stored for use 
as required. 


Meat packers will be able to offer 
meat cheaper by trimming, boning, 
and freezing meat at the packing 
house. By this means, the bones and 
trimmings can be utilized and great 
savings in shipping costs effected. 

The finest products of America’s 
best chefs may eventually be avail- 
able to a country-wide clientele. 
Frozen cooked foods are said to 
taste the same when removed from 
the freezer and heated as when they 
were cooked originally. Frozen pre- 
pared but uncooked foods are ex- 
pected to be popular. Frozen pies, 
ready for baking, are available in 
several cities now. All such features 
will make the home freezer a part of 
the well-equipped home of the fu- 
ture. As supplementary equipment 
many will purchase an electronic 
device for quick thawing of frozen 
foods. 

Air-Conditioning Equipment 

The market for home air-condi- 
tioning units has not yet been ex- 
ploited, but it has tremendous possi- 
bilities. In 1939, the last prewar 
year for which complete official data 
are available, United States produc- 
tion of self-contained air-condition- 
ing equipment amounted to only 
$6,887,273, at manufacturers’ sales 
price. This total included both the 
so-called packaged units for use 
with existing and new heating sys- 
tems and the room-cooler type of 
unit. Some of the former were in- 
stalled in small stores and many 
places other than homes. Many of 
the portable room coolers were used 
in offices. Thus, the figure given 
does not represent solely the resi- 
dential market. 
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In a publishing company’s survey 
of homemakers the question was 
asked, “Would you be interested in 
having air conditioning installed in 
your home?” 

To this 45 percent answered 
“Yes.” Of all those queried, 36 
percent wanted air conditioning for 
the whole house, 7 percent for only 
a part of the house. 

The results might have been less 
enthusiastic if the price of an in- 
stallation for air conditioning the 
whole house had been given—about 
$1,000 if attached to an existing 
6-room house heating installation. 
However, they indicate that a sub- 
stantial interest in air conditioning 
for the home does exist, some of 
which can be converted into sales. 
The sale of air-conditioning equip- 
ment as a part of the equipment of 
new houses—the cost being included 
in the long-term financing of the 
house—is an approach that should 
result in greatly increased accept- 
ance. 

Wartime developments, including 
the production of lighter electric mo- 
tors and quieter, more efficient 
equipment, should bring closer to 
realization a trade estimate that 
500,000 portable units can be sold 
when production volume permits a 
retail price tag of $125 for a win- 
dow-type room cooler. Other indus- 
try estimates of demand range as 
low as 100,000 room-cooler units in 


1946. 


*Acting Chief, Speeialties Unit, U. S. 
Department of Commerce. 
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ONLY THE CORY OFFERS ALL THESE FEATURES 
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hand-decorated decanter cover and 


Distinctive, — — . A ) > Hinged plastic 
i 4 
glass. easy-grip handle. 


7 REASONS WHY 


CORY 


MEANS GREATER 
PROFITS! 


Cash in now by dis- 
playing and selling the 
Cory —the glass cof- 
fee brewer that offers 
your customers the 
most features ... the 
best features! No 
wonder the call is for 
Cory in °45! 












CORY GLASS COFFEE BREWER CO. 
221 NORTH LA SALLE STREET 
CHICAGO 1, ILLINOIS 


Accurate plastic 
measuring cup 


* Big demand. for Cory Glave Flt Rede/ 


*The patented Cory glass filter rod is a great sales and profit item all by itself. Fits any standard glass 
coffee maker. Millions in daily use. Makes better coffee easier. Comes packed with 
smart counter display that makes sales for you. 
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DOOR CHIME 
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OF THIS VALUABLE CHIMES 
MERCHANDISING BROADSIDE 
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NATIONAL MAGAZINES 
. .« fo tell the Rittenhouse Chime story to millions 
of America’s ¢ s—wherever they live. 














which will have the widest and most immediate ready sale because 
of their design and price appeal is going ahead at full speed. Other 
models will be made available just as rapidly as maximum produc- 


tion effort permits 


Never before have electric door chime sales prospects 
reflected such glowing profit opportunities for electrical 
appliance wholesalers and dealers—in every community 
And, timed perfectly to your sales efforts, millions are 
already seeing the strong, consumer-attracting Rittenhouse 
advertisements in leading National Magazines—and in 
big-circulation, key-city Sunday Newspaper Magazines. 

In words and pictures, the Rittenhouse Broadside tells 
the story of a skillfully planned, up-to-the-minute mer- 
chandising program to make Rittenhouse Chimes the 
fastest selling, most profitable and appealing line of 
electric door chimes ever presented. 

Expertly engineered to afford new mechanical features 


RITTENHOUSE CHIME 
MERCHANDISING STORY... 


R irrennousr—top name in the electric door chime 
industry—has stepped on the starter! Production of those models 


SUNDAY NEWSPAPERS 
. . . advertisements in leading key-city Sunday 
M | for ii diate sales volume. 
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EXPERTLY DESIGNED DISPLAYS 


. . . for sales-floor, window and counter use. Color- 
ful, compelling and prospect-stoppers. 








that make possible undreamed-of tone richness and backed 
by the hardest hitting sales and advertising set-up in the 
history of chime merchandising, Rittenhouse gives you 
everything that makes for record sales and profits. 


Send for this Rittenhouse Broadside now. Note the 
striking beauty of the ten new 1946 models styled by 
America’s famous designer-stylist Norman Bel Geddes 
Go over the important consumer-appealing Rittenhouse 
mechanical features. Weigh the sales power of the tre- 
mendous circulation, prestige-creating publications Ritten- 
house is using to help you sell. 


Join the Rittenhouse “Parade of Stars.’ Write us—TODAY 


See the Rittenhouse Chime Exhibit! 
4 NATIONAL HOUSEWARES SHOW «x 


Palmer House, Chicago ° 


December 30th—Januvary 4th 


| itten OUSE America’s Finest Chime Signals 


THE A. €. RITTENHOUSE COMPANY, INC., HONEOYE FALLS, NEW YORK 
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PACKAGED VENTILATION 















gm 
Ger set to supply the big waiting market — 
for ventilating and accessory equipment in stores, i Zz =. 
barber and beauty shops, theaters, hotels, laundries, 
taverns, office buildings, restaurants, and pA NEL FANS 
homes. Only FAN-PAC offers a complete line 
of sizes with qil these advantages and features: 


. Non-Overloading Power Characteristic. 





2 Certified Wind Tunnel Capacities. 





3 Square Panel Mounted for Easy Installation. 








4 Scientifically Correct Air Inlet. 





> mer 
mi spe 
) The 
mi) pan 


3 Cushioned Motor Mountings. Quiet. 
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6 Enclosed Motors of Recognized Make. 





7 Nationally Advertised. Dealer Sales Helps. 





SIE ee 


6 Sold Through Regular Trade Channels. 








FAN-PAC | 


FAN-PAC's "big brothers” cool huge engines 
in U.S. Army tanks and Diesel streamliners. 
DeBothezat Industrial Fans have been well known 
for 20 years. Choice of ventilating engineers 
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- P : yon numerous jobs where efficiency and 
3 calle i economy count most. 
Re 
penn = — FERIA ALIN Male repar! 9 — - - Mu 
thi 
! DeBothezat Fans Division, Dept. W-!, ste 
American Machine and Metals, Inc., East Moline, Illinois to 
" Gea! | want more details about the FAN-PAC line of sp 
_— DeEBOTHEZAT 
: ' E | 
Name FANS DIVISION 4 
Address f| re 
, City, Zone State | > 
Firm Name ; th 
a ee ' qt 
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Hthe CAMERA CLICKS 


on Stockroom Tricks 












Tired of trying to hold squirming flex- 
ible conduit while sawing off a piece, 
James Purcell, warehouse man at Valley 
Electric Co., Stockton, Calif., con- 
structed this two-sided clamp which 
“works like a charm.” Two by fours, 
: = : hinged at the bottom come together to 
wa a grip the conduit firmly. 














| A special “never robbed” display board in the Sacra- 
mento, Calif., GE Supply Corporation, is being in- 
spected by E. M. Ames, new manager for this office. 
| The board has ten separate, completely stocked 
5{) panels, with room for five panels at one time. The 
panels are rotated to increase interest and to meet 
seasonal promotions. 
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More storage space for light weight products that may be needed in a 
hurry has been arranged by Ernest J. Dakin at Electrical Wholesalers, 
Inc., Hartford, Conn. A false ceiling in the showroom brings the lighting 
fixtures down to a good height, and at the same time provides storage 
space for a quantity of fluorescent lamps and some fixtures overhead. 
The fa'se ceiling was made with 2 by 6 inch beams to provide the 
needed strength. 
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Ready for quick sales in the period ahead is the 
VUarkley Electric Supply Co., Harrisburg, Pa., where 
this overhead Perfection Cash Carrier has been in- 
stalled to carry cash and sales slips from the counter 
to the cashier. L. R. Shade, above, installed it in his 
Spare time. 


|} At Electric Supplies, Inc., Hartford, Conn., right, 
regular methods of storing Texrope didn’t satisfy, so 
this arrangement, using 34-inch standard elbow and 
flange was installed. E, A. Greene, service manager 
there, shows how easy it is to pick the right size 
quickly. 
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METAL RACEWAY WIRING SYSTEMS 
RING INSTALLATION FROM PANELBOARDS TO OUTLETS 
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COMPLETE WI 
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No. 500 No. 700 No. 1000 


WHERE TO USE THEM.... 


No. 200 No. 110 
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The Field Branch of the Navy 
Bureau of Supply & Accounts in 
Cleveland has been cited by a 
Congressional Investigation Com- 
mittee for a “striking demonstra- 
tion of Government efficiency” 

Here 3,200 military and civilian 
workers furnish financial services 
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HOW TO USE THEM .... 












for some 3,000,000 Navy person- No. 515° No. 500 
nel and nearly 7,000,000 depend- an 
ents, handling in the neighbor- FLOC 


hood of $200,000,000 worth of 
business per month. Naturally, ex- 




















cellent lighting is a vitally impor- = 
tant part of this installation and, 
as the photograph and diagram show, connec- No. 5734 


tion between existing wiring and the modern 
fluorescent units is made through many thou- 
sands of feet of Wiremold raceways and fittings. 
This is a typical example of how Wiremold 
makes possible better lighting through better 
wiring in every type of building. 





The Wiremold Cutout Tool for cutting fixture 
canopies to receive Wiremold raceways is 
now available on loan, and later, when ma- 











TO WHOLESALERS . . . AND WHOLESALERS’ SALESMEN terials are more plentiful, will be manufac- 
Advertisements similar to this are being run during tured for sale. Write us for details. 

1945 in publications having a circulation of more 

than 250,000 monthly among your customers and pros- 

pects. Let us help you coordinate your own selling of THE WIREMOLD COMPANY 

Wiremold Products with this comprehensive program. Hartford 10, Connecticut oc 
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Know your WIREMOLD ... eee 3 
\2 


BUSINESS BUILDER IN TOMORROW'S MARKET FOR ADEQUATE WIRING 








SOLD THROUGH ELECTRICAL WHOLESALERS . 





INSTALLED BY ELECTRICAL CONTRACTORS . . EVERYWHERE! 
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LUORESCENT LUMINAIRE 






Eggcrate Aristolite fluorescent luminaire, 
which combines lamp-shielding and glass- 
diffusion, has panelled and die-cut ends. 
The fixture is available for individual or 
continuous installation, and may be sus- 
pended from ceiling or mounted directly 
to same. It is suitable for 4-40 watt 
fluorescent lamps. The Edwin F. Guth 
Co., St. Louis 3, Mo. 
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FLOODLIGHT 








Floodlight, for illuminating larger areas, 
}may be used singly or in banks of two 
or more by overlapping of the beams. 
| Lamps used are 1500 watt, 32 volt, T-24 
B bulb and 3000 watt, 32 volt, T-32 bulb. 

Revere Electric Mfg. Co., Chicago 40, 
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INFRA-RED OVEN 








"Raymersion" prefabricated infra-red 
oven, claimed to be adaptable to all low 
temperature heating needs, is made up 
of frame members, wall panels, ventila- 
tion ducts and conventional control 
equipment. Ovens of virtually any size, 
shape and heat capacity can be con- 
structed for batch or continuous heating 
processes in combination with trolley, 
belt or other types of material-handling 
equipment. The Trumbull Elec. Mfg. Co., 
Plainville, Conn. 
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LIGHTING DEVICE — 








Designed to illuminate danger points and 
show the location of lamps or electric 
light buttons, this light fits into any wall 
plug or electrical outlet and casts a soft 
rosy glow. It is especially useful during 
the night in bedrooms, baths, nurseries, 
halls, stairways, etc. Littelfuse, Inc., Chi- 
cago, Ill. 
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FLUORESCENT LUMINAIRE 











No. A-3440 fluorescent luminaire utilizes 
four 40-watt T-12 fluorescent lamps on 
an operating voltage of 110-125, 60 
cycle a.c. It may be surface or suspen- 
sion mounted as individual units or in 
continuous rows. Pittsburgh Reflector 


Co., Pittsburgh 22, Pa. 
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LAMP 
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Carbon filament infra-red drying lamp 
has a mechanical joint between the base 
and bulb. The clear type lamp is fur- 
nished with the mechanical base in 128, 
250, 375 and 500 watts. The inside sil- 
vered R-40 lamp with mechanical base 
is available in 128, 250 and 375 watts. 
North American Electric Lamp Co., St. 
Louis 6, Mo. 
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“And just think ... there are no moving par 









































Homer K. Fuddleduddy is going to get a pretty icy 
reception, trying to meet competition with an inferior 
product. 

No matter how ingenious the sales talk, the days of 
*‘just-as-good”’ are numbered. The public isn’t hav- 
ing any, thank you, not even when the products Jook 
pretty much alike. 

Take coffee makers, for instance. There’s ONE 
brand smart merchants consistently feature because 
it’s the ONE coffee maker customers consistently ask 
for by name. 

And Silex is now ready to make good its war-time 
promises...of expanded production ...of improved 
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rua SILEX .. 


TRADEMARK REGISTERED VU. &. PAT. OFF. 


HARTFORD 2, CONNECTICUT 











quality ...of other fine products that will proudly 
carry the Silex name, including the perfected Silex 
Duolectric Steam Iron. 
Silex is ready to make your selling job easier by 

offering you; 

The original name in the field 

The top name in the field 

The most popular name in the field 
You can’t go wrong if you ask for, insist on and fea- 
ture the leading name in every line you carry. That’s 
always been good business. It’s vital strategy now 
that merchandise is becoming more plentiful and 
customers more choosey. 





* ST. JOHNS, P.Q., CANADA 
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LUORESCENT UNIT. 








Model No. 3013, for 2-40 watt lamps, 
is suitable for over benches, machines, 
stock bins, show windows, etc. It can 
be surface or suspension mounted. This 
‘unit operates on 110-115 volts, 60 cycle 
a.c. Mitchell Mfg. Co., Chicago 14, Ill. 


| When writing WHOLESALER’S SALESMAN 





TRANSFORMER ——— 
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Cold cathode lamp transformer is de- 
signed for the operation of eight foot, 25 
mm, low pressure, cold cathode lamps. 
The single lamp transformer is provided 
with a roomy outlet box with knockouts 
to simplify wiring. In the two lamp trans- 
former the leads may be brought out 
through the end or bottom. Both small 
and compact, they fit comfortably into 
restricted installation channels. Sola 
Electric Co., Chicago 14, Ill. 
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HEATER slg 








Portable room heater is suitable for use 

bathroom, nursery, bedroom, etc. This 
eater can be used on regular 110-120 
volt a.c. house lighting system. Capacity 
ating is 1320 watts. The "On" and 


Off" switch is double-throw so that the 
eater-fan combination may be used—or 
an only. Electromode Corp., Mishawaka, 
od. 
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WALL SWITCH PLATE 








Electrically lighted wall switch plate fea- 
tures a tiny glow light, located behind 
the plastic lobe at the top of the plate, 
that comes on automatically when room 
lights are turned out 4nd remains off 
dunes room lights are burning. The 
unit fits any standard switch, and works 
equally well in three- and four-way 
switch arrangements. Associated Proj- 
- Co., 80 East Long St., Columbus 15, 
io. 
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FLUORESCENT UNIT. -- 








Fluorescent unit, for 2 and 3 40-watt 
fluorescent lamps, is suitable to illumi- 
nate areas where long, continuous lines 
are to be used, as over work benches 
or rows of machine tools. It is available 
with or without louvers. This unit may be 
hung individually or in continuous lines 
by means of chain, conduit or cable. 
Curtis Lighting, Inc., Chicago 38, Ill. 
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BALLAST 
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Cold cathode ballast has a separate junc- 
tion box, which may be attached with 
bolts used for mounting the standard bal- 
last. The box is made in two pieces— 
one is designed to slide over guides on 
one end of ballast case, while the other 
forms the cover. Suitable knock-outs are 
provided in sides, ends and bottom. Jef- 
ferson Electric Co., Bellwood, Ill. 
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BACTERICIDAL LAMP—H~—- 





Bactericidal lamp for use in schools, 
operating rooms, food manufacturing and 
medical-chemical plants, etc. It is avail- 
able in 15 watt and 30 watt, 110 volt 
60 cycle for a.c. only. The fixture is a 
portable plug-in device. Federal Engi- 
neering Co., 37 Murray St., New York, 
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GENERATOR _— 








Alternating current generator is available 
in sizes '/p to 150 K.V.A. for direct con- 
nection or belted drives. This unit shows 
a revolving field generator arranged to 
bolt directly to the engine housing. Gen- 
erator shaft machined to receive a flange 
that bolts directly to the engine shaft. 
Century Electric Co., St. Louis, Mo. 





FLUORESCENT UNIT—— 





Model FLB fluorescent unit, for assembly, 
inspection, drafting, graphic arts, is oper- 
ated by a 60-V 5 ampere S-!! ballast 
lamp. This unit operates on 110-125 
volts, either a.c. or d.c. It utilizes 2 14- 
watt fluorescent lamps. Total wattage of 
the unit is 45 watts on a.c. and 38 watts 
on d.c. The Fostoria Pressed Steel Corp., 
Fostoria, Ohio. 
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You still have time! In December, your employees’ 
allotments to the Victory Loan through your com- 
pany’s Payroll Savings Plan offer a final chance to 
help speed the proud homecoming of our fighting 
men—and do all in medical power for our hospital- 
ized heroes! 


Make December a plantwide TOP-THE-QUOTA 
drive! Now’s the time to spotlight your Payroll 
Savings Plan—and “brief” your Bond-selling organ- 


ization for fast, last minute action! 


Resolicit every employee to buy 
the New F.D.R. Memorial $290 Bond 


The Treasury Department acknowledges with appreciation the publication of this message by 
’ 
The Wholesaler’s Salesman 


This is an official U.S. Treasury advertisement prepared under the auspices of the Treasury Department and War Advertising Council 
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and the 
HOME STRETCH 
for YOU! 





The new Franklin Delano Roosevelt $200 Bond 
better than actual cash because it earns interest —! 
a strong building stone toward the secure future ¢ 


every employee-purchaser! 


From now ’til the New Year — with plant rallie 
interdepartmental contests and resolicitation—kee 
Payroll Savings Plan Bond-buying at a new Victor 
Loan high! Buying a Victory Bond is the best way q 
saying “Welcome Home” to our returning veterans 


perity to your nation, your employees 3% 


Also an active aid in assuring pros- 


—and your own industry! 
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FLUORESCENT 
LAMP & STARTER 


TER* 


* TESTS ALL STANDARD 
SIZE LAMPS 


Here it is—the tester you’ve 
been waiting for. The instru- 
ment that can test all standard 
size lamps, eliminating guess- 
work in determining the operat- 
ing ability of fluorescent lamps 
and starters. In the brief space 
of a minute you or your custom- 
erscan test: 14 watt—15” length; 
15 watt—18” length; 20 watt— 
24” length; 30 watt —36” length; 
40 watt—48” length. Anyone 
can operate the Compco tester 

. it does the job quickly and 
accurately. 


* TESTS STARTERS 


Starter socket on the same in- 
strument board enables you or 
your customers to test FS-2 for 
14, 15, 20 watt lamps, FS-4 for 
30 and 40 watt lamps, and 
*‘No-Blink”’ Starters. 








$7, 
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2251 W. St. Paul Ave., Chicago 47, 
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FOR THE “HOME OF TOMORROW” \ 
THEY’RE BUILDING TODAY eoee 































Specify These Two ‘ 
Proved Thermador Built-In _ 
Electric Heaters — 
N.E 
THE BUILT-IN FAN TYPE "7 
ELECTRIC ROOM HEATER * sati 
mat 
Fills the room with a flood of air, less than 2 degrees dif- ing 
>) ference between ceiling and floor temperature. Finished N.1 
in Moroccan Brown or with primer which can be painted al, 
to match interior trim. Only 16” by 21”, it can be installed slid 
between studs, and needs only 4” in depth. In summer, as 
| with the heating element off, and the fan on, this versa- x 
tile heater floods the room with welcome circulating air. rs 
Manually or thermostatically controlled. wie 
2, 3,and 4 thousand Watts, 230 Volts ™ 
on 
Kw THE “HEAD-TO-HEELS” ELECTRIC Pu 
e Sa 
BATHROOM HEATER * ron 
an 
Sleek, slender and simple, this modern, fumeless, flame- Py 
less bathroom heater can be fitted into any bathroom. It to: 
is 48” in height and only 9” wide, and needs but 4%” of ha 
depth. Since it is electric, it is installed without a flue or pe 
vent—heavy chrome finish, ceramic insulators. Made by W! 
Thermador, the oldest and largest electrical appliance x 
48 manufacturer in the west. 
1650 Watts—115 or 230 Volts th 
2000 Watts— 230 Volts 7 
** NOW IN PRODUCTION 4 
T 
“ 
ni I HERMA DOR 
Electrical Manufacturing Company b 
S119 SOUTH RIVERSIDE DRIVE-LOS ANGELES 22, CALIFORNIA ‘ ” 
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News Notes Krom N.E-W.A. 


By Alfred Byers, secretary 


Nationa! Electrical W ho/esalers 


Association 





N.E.W.A.—E.E.1. 
SALES TRAINING COURSE 

Work has been progressing very 
on the preparation of 
material for the basic sales train- 
ing courses sponsored jointly by 
N.E.W.A. and E.E.I. This materi- 
al, consisting of manuals, sound- 
slide films and lesson texts is ex- 
pected to be released this month. 
Orders have been accumulating both 
at N.E.W.A. and E.E.1., and there 
is an obviously wide interest in the 
project from an industry operating 
standpoint. 

A great deal of time has been spent 


satisfactorily 


on this course by the N.E.W.A. 
Publicity, Sales Promotion and 
Sales Training Committee under 


Chairman G. F. Kindley’s direction 
and by Managing Director Charlie 
Pyle and Appliance Division Direc- 
30b Hill. The material which 
has been produced reflects the ex- 
perience in, and personal familiarity 
with, this important subject which 
everyone engaged in the work has 
iad. Basic sales training currently 
s an urgent requirement throughout 
the industry and this course fills that 
need most adequately. 


tor 


PYLE ADDRESSES 
TWO MEETINGS 
Charlie Pyle made two important 
iddresses during the past few weeks. 
m November 19, he appeared be- 
fore the Sales Executive Seminar at 
Evansville, Ind. He spoke again on 
December 5th at Charlotte, N. C., 
before an all-industry meeting spon- 
sored by the Carolinas Division of 


the National Electrical Contracting 
Association. 

His address in each instance em- 
phasized the great importance of 
selling and the key position the 
wholesaler holds both as to selling 
and servicing in the local area he 
covers. Charlie Pyle’s public ap- 
pearances during the last couple of 
years have done much to promote 
the value and serivces of N.E.W.A. 
and the general cause of wholesal- 
ing in our national economy. 


N.E.W.A. COMMITTEES ACTIVE 

The recently released report of the 
Warehousing, Deliveries, Installa- 
tions, Freight Rates and Claims 
Committee provoked widespread fa- 
vorable comment for its practical 
suggestions about layouts for elec- 
trical wholesaling establishments. 
That Committee is now preparing 
for another meeting when it will 
consider several troublesome ware- 
housing problems and formulate its 
recommendations. Among subjects 
it will consider are the handling of 
reels, measuring of wire, and stock 
records, 

Following up the excellent results 
in the development of the basic sales 
training course, N.E.W.A. is now 
surveying the membership’s interest 
in modern interviewing methods in 
relation to hiring new employees as 
well as the use of aptitude tests. 

The Catalog Committee has been 
actively engaged in preparing new 
material to illustrate the use of the 
Association’s recommended catalog 
page set-up. This Committee’s ob- 
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jective is to simplify the preparation 
of handbook sheets published by 


manufacturers and to have them 
more adaptable to the needs of 
wholesalers salesmen and counter- 


men. 

Another progressive development 
in the Committee 
activities is the current work being 
done on revising the suggested uni- 
form accounting system 
by N.E.W.A. During the fall meet- 
ing of the Executive Committee the 
need for such revision was discussed. 


Association's 


sponsored 


\s a result, the Association’s sug- 
gested uniform accounting system is 
to be revised so as to be adapted to 
the operations of appliance distrib- 
utors as well as electrical supplies 
from whom the sys- 
tem was originally designed some 


wholesalers 


years ago. The last general revision 
was made in 1938. The work of 
N.E.W.A. in this field involves the 
subject of a cost finding method 
under which each electrical whole- 
enabled to determine 
own actual costs of distribution. 


saler is his 


PRE-VIEWS OF SALES 
TRAINING MATERIAL 

A preview of basic sales training 
course material, including several of 
the completed sound-slide films and 
training manuals, was held for 
N.E.W.A. members on December 
12, at the Hotel Commodore, New 
York. Members were invited from 
New England, the area west to 
Ohio, and as far south as District 
of Columbia. 

A similar preview will be held at 
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pag of cocmat progisex Gives a > dil 
nates just enough for visibility and safety, 
any electric light socket. Plug it in and just le 
after month, the day round, at practically no cost, 
safety and convenience, in millions of homes, buildin 
for bathrooms, nurseries, dark halls and stairways, sickre 
other purposes. Here’s a new postwar product that bristles wit 
ing points ... and a market that includes every home and bui 
electric service. 
CAFETERIA-TYPE SELLING 
Littelfuse Nite-T-Lite comes in self-service displays as illustrated. Wi 
wire or phone for our money-making proposition to distributors 


dealers. Address Littelfuse, Inc., 4757 Ravenswood Ave., Chicago, IIL, 
Phone Longbeach 4970. 


ANOTHER PRODUCT BY 


LITTELFUSE 
Qecoporaled 
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(Chicago the first week in January, 
1946, for members in that city and 
kurrounding trading areas. 


WINTER MEETING SERIES 


Plans are being completed for a 
series of meetings of the Associa- 
kion’s various commodity and func- 
tional committees to be held during 
the winter months. This series will 
follow along the same lines as the 
series conducted so successfully last 
spring. Reports of the several meet- 
ings held during that series were 
published in Wholesaler’s Sales- 
man’s October issue for the benefit 
of the entire industry. 





| N.E.W.A. AT WASHINGTON 
|} Although victory at arms has been 
jachieved, the need for Association 
Blactivity at Washington has not been 
jeliminated. Problems of material 
procurement still persist in the in- 
dustry and hinder the job of re- 
conversion. W.P.B.’s _ successor, 
Civilian Production Administration 
(CPA), concerns itself with assist- 
ing in the solution of that problem 
and welcomes this industry’s co- 
operation in its efforts. 
Surplus material disposal is a 
|major matter at Washington and 
throughout industry generally. 
Electrical wholesalers have a direct 
interest in the successful working 
lout of that problem. Here, also, 
jis another opportunity for the in- 
. 












idustry to work for the mutual bene- 
i ft of themselves and our Govern- 
; ment. 
| The OPA has been wrestling with 
i problems so vital to all business as 
ito make further comment about 
}them unnecessary in this page. None 
jthe less, the industry is directly re- 
| lated to whatever is done under the 
}OPA and follows developments 
closely. 
N.E.W.A., through Charlie Pyle, 
ob Hill and your reporter have 
een in close touch with these and 
ther Governmental agencies. Sev- 
ral members also have contributed 
leir time and services on several 
cific occasions. The general 
iembership is kept currently in- 
rmed on Washington matters 
hich service is essential to opera- 
ons under today’s quickly chang- 
ig conditions. 









Everhot Rangette provides 
complete cooking facilities 
for millions who live in 
small or temporary homes, 





casserole meals 
and dishes. 


“ 


Everhot Kook -R-Jug 
both cooks the meal 
and keeps it hot for 

hours outside 
the home. 


2 neem «cm § Ronee 
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Everhot Rayvector Room Heater is 
readily convertible for both 
radiant and circulating heater. 


Everhot 
fan-type 
heater is a 
circulating 
unit of 
amazing 
efficiency. 








ROASTERS... 
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* 
Everhot Roasterette The well-known 
cooks all kinds of Everhot Roaster 


is completely 
re-designed. 
It now embodies 
features never 
before available, 








Brovancen ENGINEERING, up- 
to-the-minute styling plus years of 
experience in designing and manu- 
facturing electrical appliances and 
insulated electrical cooking equip- 
ment of all kinds, combine to make 
this Post-war Everhot line of out- 
standing significance to the appli- 
ance trade ... Here are long estab- 
lished, fully proved, well-known 
Everhot quality and dependability 
in units of startling beauty and 
extraordinary performance. 

The SWARTZBAUGH MFG. COMPANY 


Establishedin 1884 . . . . Toledo 6, Ohio 
AUTHORIZED WHOLESALERS IN ALL MARKETS 


EVERHOT 
PRODUCTS 


HEATERS... APPLIANCES 
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‘Any Ole Brand” of signaling devices may be good enough today, 
but you'll weather the storms better with the dependable Auth line. 
Auth's quality, unchallenged since 1892, protects your business by 
bringing customers back again, with no troublesome complaints. 
Users of Auth devices find them easy to install and wire. Attractive 
appearance and tone give extra satisfaction. 


You won't be adrift on the big jobs—such as apartment, hospital, 
school, office and commercial signaling and intercom phone systems 
—if you look to Auth first. That's because Auth are specialists in 
these jobs and can supply you quickly with the best in engineering 
and equipment for the whole system. Get better acquainted with 
the Auth representative near you now, and get ready for the big 
jobs on the drawing boards. 


Auth can supply you promptly with a complete 
A line of fast-moving shelf items such as bells, 
buzzers, specialty chimes, push-buttons, horns, 
and apartment mail boxes. For special jobs, 
LINE you'll find everything you need in your Auth 
° binder—intercom phones; apartment systems; 
ONE CATALOG © nurses’ call, doctors’ paging and other hospital 
systems; program clock systems for schools and 
industry; fire and bank alarm systems; annun- 
ciators; marine signals; and countless specialty 

items. 


COMPLETE 


AUTH !S SOLD ONLY THROUGH WHOLESALERS 


AUTH ELECTRICAL SPECIALTY COMPANY, INC. 


422 EAST 53rd STREET AT] b ANEW YORK 22, N.Y. 


Offices in Y Principal Cities 
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(Continued from page 47) 


ences at which nationally recognized 
thorities will discuss the latest trends | 
lighting practice and lighting sales trair 
ing, the most effective means of provid 
efficient seeing conditions for school chil 
dren, office and factory employees, a 
the many uses of light as a sales mediun 
through which selling is made easier 
customer satisfaction improved, sales an 
profits increased, prestige enhanced. 
The NEMA committee now working 
out details of the exposition and the many 
activities which will run concurrently wit 
the show, are: E. C. Huerkamp, Westing- 
house Electric Corp., chairman; S. R 
Naysmith, The Miller Co.; R. W. Staud 
Benjamin Electric Mfg. Co.; A. A. Over 
bagh, Overbagh & Ayres Mfg. Co.; F. | 
Wilson, F. W. Wakefield Brass Co 
W. P. Lowell, Jr., Sylvania Electri 
Products, Inc.; D. J. Biller, Day-Brit 
Lighting, Inc.; F. J. Martin, Nationa 
Electric Manufacturers <Ass’n. Thos 
desiring further information should writ 
Exposition Manager, A. B. Coffman, I: 
ternational Lighting Exposition, 111 W 
Jackson Blvd., Chicago 54, Illinois. 


“Better Sight’’ Film 
Builds Lighting Market 


The Smith family—mother, father, girl 
and boy—have a great deal of trouble 
seeing in the newly completed sound- 
slide film of the National Better Light 
Better Sight Bureau. Father strains t 
read under a lamp more ornamental that 
useful, mother works in her own shadow 
in the kitchen, daughter writes a letter 
in the semi-gloom of the living roon 
desk, and junior builds a plane model in 
the basement with a bare incandescent 
lamp glaring into his eyes. 

But the Smiths learn how to overcome 
their trouble with illumination in the 
interest of promoting better seeing in the 
home. The film, titled “See For Your- 
self,” is the first of its kind since Pear! 
Harbor, and will be used largely by the 
home lighting departments of electric 
light and power companies throughout 
the country to stress the importance of 
providing the proper amount of light for 
the variety of tasks the eyes of the aver- 
age family are called upon to perform. 

For years before the war, home light 
ing departments of the electric utilities 
carried on educational campaigns to show 
their customers how poor lighting handi 
capped the eyes. This new sound-slide 
production, consisting of 105 frames witl 
a running time of fifteen minutes, cal 
spearhead the launching of new drives 
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GENERAL SALES MANAGER of 
Chicago Electric Manufacturing Com- 
pany, is the new position for Stanley 
M. Ford, recently with the WPB and 
before that sales manager for the heat- 
ing device division of GE. He will 
handle sales of Chicago Electric’s 
“Handyhot’ appliances and “Handy- 
breeze” fans. 





pointing out the common faults of today’s 
home lighting and at the same time sug- 
gest remedies within the means of all. 

Swiftly paced, and pronounced by num- 
bers of lighting authorities to be both 
authoritative and entertaining, the film 
is declared to be ideal for presentation 
before any and all community groups 
such as parent-teacher associations, school 
staffs, civic and service clubs, home- 
making classes, church societies and older 
school children. 


Michigan Wholesale 


Concern Is Sold 


The Independent Electric Company, 
Muskegon, Michigan, considered the old- 
est electrical wholesale firm in western 
Michigan, has been sold to Frank E. Wil- 
son and Joseph A. Taylor, according to 
nnouncement from Mr. Wilson 

Stock, fixtures and buildings have been 
ncluded in the transfer, according to the 
nnouncement, and the name will remain 
the same for the time being. 

The Independent Electric Company 

as founded in 1904 by C. P. Damm, 
nd operated by him until July, 1944. Mr. 

Vilson, who has had ten years’ experi- 

ice in the electrical wholesaling business, 

ill be in charge. 

The new management has announced 

lat it will continue to serve western 

lichigan with electric supplies and a 

ne of small appliances for dealer trade. 
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There’s only one moving part in Fed- 
eral Noark Controls...and that 
part rolls on ball bearings—an ex- 
clusive Federal feature! Result? 
Smooth, faster making and break- 
ing of contact, accurate action.., 
less friction . . . longer life. Here 
are more reasons for specifying 
Federal starters: 








® Double break pure silver contacts 
held by a single screw for ready 
replacement. 


@ Heavy arc barriers located for 
strength, flashover resistance, high 
arc rupturing. 


@ Molded parts have asbestos base 
with non-carbonizing inorganic 


binder. 


® Coils readily changeable—just re- 
move retainer spring, loosen yoke, 
take out magnet. 


®@ Overload relays — combination 
hand and automatic reset. Bime- 
talic type. Originated by Federal, 


® Heaters frontmounted, accessible; 
trip ampere stamped on units. 


FEDERAL ELECTRIC PRODUCTS COMPANY, INC. 
EXECUTIVE OFFICES: 50 PARIS ST., NEWARK 5, N. J. - PLANTS: HARTFORD, CONN. - NEWARK, WN. J. 








Send for your copy of the FEDERALOG,. 








Arc-Welding Standards 
Published By NEMA 


A complete set of new standards for 
electric arc-welding machines and elec- 
trodes, Publication No. 45-105, Septem- 
ber, 1945, has just been released by the 
National Electrical Manufacturers’ Asso- 
ciation. 

The Electric Welding Section oj 
NEMA initiated welder standards in Oc- 
tober, 1936, and has revised them from 
time to time to conform to the require- 
ments of the rapidly growing arc-welding 
art. This latest revision of the standards 
developed by the Electric Welding Sec 
tion through consultation among manu- 
facturers, users, power companies, and 
national engineering societies incorporates 
the desirable changes resulting from war 
time experience, arid covers a most im- 
portant postwar requirement—a-c weld- 
ers for the farm and small community 
repair shops. 

The welding standards completely cover 
direct-current welders of both variable- 
voltage and constant-potential types, in- 
cluding circuit control equipment for the 
latter. Also included are two types of 
alternating current, transformer-type ar 
welders, designated as the industrial type 
single-operator and the limited input 
type. 

The new standards coordinate and 
simplify the method of rating welders 
without basically changing the size of the 
welder 


Samson-United To Sell 
Under Fair Trade Pricing 


A new policy of merchandising Samson 
electrical appliances, under Fair Trade 
agreements in the 46 states where such 
agreements are valid, was announced last 
month by William G. Church, Vice Pres- 
ident in charge of Sales of Samson United 
Corporation. 

The policy was announced as Samson 
appliances had begun to come from pro- 
duction lines in Oswego and West Haven 
Connecticut. The Rochester plant is still 
reconverting, with operations there con 
fined to fabrication of flatiron parts for 
the Oswego assembly line. 

The Fair Trade Policy was one of the 
first major merchandising announcements 
to come from Samson United since it be- 
gan reconversion to the manufacture of 
electrical appliances. 

In announcing the new policy, Mr 
Church said: “It is our intention to re- 
strict distribution in accordance with 
the Fair Trade laws of any state having 
such laws. By instituting this policy at 
this time, we believe we are placing our 
merchandising program on the soundest 
possible basis for the future both of Sam- 
son United and of our distributors and 
retailers.” 
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RFC To Sell Surplus 
Through Regular Channels 


, In an effort to effectively enlarge their FU LLMAN 
-.| present markets and to create new fields 
m.§ for their products, the distribution de- 


PRODUCTS 


partments of more than 225 radio and 
electronics manufacturers are developing 


neans of disposing of between 3 and 5 
billion dollars worth of new and used 
juipment declared of no further mili- 
om] tary value. 

re- The manufacturers are acting as agents 
ing) for the Reconstruction Finance Corpora- 





rdsf tion which has been designated by the 


ec-} Surplus Property Board to conduct a Check Frequently Your Stock 


nu-§ program aimed at controlling the move- 


ind ment of the equipment into civilian chan- j L Pp 
tes{ nels and to regain for the American tax- e) atrobe roducts 










































ar-J payer a substantial portion of the original Reconversion is making necessary a great amount of re- 
m-] cost of the materials. eee construction and plant readjustments. Quickly installed 
Id- The problem of disposing of millions Latrobe Products not only save time and labor on such 
ity} of component parts, such as communica- projects but do a thoroughly dependable job 
tions equipment, wire, telephones, loud- 
verg speakers, etc., in addition to complete 
Je-] transmitting and receiving units, has 
in-{ necessitated the expansion of many of the 
the | distribution organizations within the in- 
off dustry. But it is expected that the manu- 
arc} facturer-agents will follow distribution | 
pe,{ patterns similar to those used for their 
nut | Standard lines in disposing of this equip- 
ment. 
nd Most of the manufacturers will test, NO. 110 NON-ADJUSTABLE 
ers} repair, modify and distribute only items Bg ms ya phony _. NO. 280 NOZZLE WITH 
the f which they originally produced. A num- | round brass cover plate. Shown ; NO. 200 COVER PLATE 
: oe if fee ae here with No. 208 Receptacle and | This is a ten amp. 250 volt recep- 
ber, however, are working with any elec- No. 207 Bell Nozzle. tacle in brass housing, 1 in. brass 
tronics equipment shipped to them, thus quanten, 
furnishing a practical solution to RFC’s 
problem of allocating units made by man 
5 ] 
— 
on 
cle 
ich 
ast i , / 
eS- BS Ath t 3 eon: 4 
ret ft q Z ene 
on ; ha _ 
iat 1 
‘as ADJUSTABLE GANG BOX 
Fill These Gang Boxes have solid partitions to separate 
; high and low tension wires. Box bodies are 3 in. 
yn high, height to top of cover plate 31/2 in. 
iT | 
he 
its 
oO! 
{r “BULL DOG" 
re INSULATOR SUPPORT 
th] DISTRICT SALES MANAGER for Convenient and secure for fasten. | mpeg yee WIRE ‘ 
’ ° ° ar a ing porcelain or glass insulators to inest grade flat steel wire. en 
ng General Mills Inc., in the New York exposed steel framework. sizes. ils from 100 ft. up. 
: metropolitan area. James B. Moore, 
: former Lt. Commander in the Navy, 
ur before the war headed the department 
Seen eee FULLMAN MANUFACTURING CO 
~ Macy’s in New York. His appoint- ” 
; ment was announced by Roscoe E. Im- 


ai hoff, manager of General Mills’ Home LATROBE a PENNSYLVANIA 


Appliance Dept. 
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will build 
Volume in ’46! 


You'll build a bigger volume in ‘46 if 
the lines you stock are always in there 
‘pitching’ with you. Take electrical con- 
nectors, for example. The overwhelming 
preference among contractors and indus- 
trials is for Burndy connectors, because 
of their simplicity, versatility, and out- 
standing efficiency. This means a greater 
turnover for you, with no greater sales ef- 
fort. And their ‘team-work’ is evidenced 
in other ways, too; in lower inventories, 
yet a more complete line to meet every 
demand, and customer satisfaction on 
every sale. 

Why not check your stocks now, and 
make sure you have a complete Burndy 
team working for you in ‘46. Order your 
fill-ins today, or, send for catalog 41. 
Burndy Engineering Co., Inc., 107-S 
Bruckner Blvd., New York 54, N. Y. 













rs for 
CONNECTORS 














ufacturers who have not been signed t 
the disposal agreement. 

For equipment that cannot be utilized 
in its original form, RFC and the manu- 
facturer-agents are devising modifications 
that will make it suitable to civilian needs 
Special laboratories have been set up in 
most of the plants to help find peacetime 
adaptations for the equipment, much oi 
which has seen service on battlefronts 
throughout the world. This step is ex- 
pected to aid the distributing organiza- 
tions in developing new outlets for the 
products. 

Possible applications of the equipment 
that will lend themselves to use in pre- 
viously untapped fields include: toy whis- 
tles, adapted from tubed antenna sections; 
small flag pole holders for use in th 
decoration of homes on holiday occasions 
converted from new or used antenna 
mounting brackets; curtain or drapery 
rods, produced from ground rods; gar- 
den umbrella holders that were formerly 
antenna mast sections, and other novel 
and practical adaptations for industrial, 
commercial and private peacetime con 
sumption. 

Dealers in component parts are ex- 
pected to play a major role in implement- 
ing the distribution program, since mucl 
of the equipment, such as massive radai 
sets for battleships, will be dismantled 
into thousands of individual parts for 
resale. At the same time, complete mo- 
bile communications units, walkie-talkies 
field telephone sets, tank and plane inter- 
phone systems and other devices employed 
by the armed forces during the war have 
been adapted, with little or no changes 
to a variety of important civilian tasks. 


Consolidated Edison Co. 
Announces New Campaign 


Improved lighting in homes, stores 
and factories will help to chase the crim: 
wave, according to Brigadier General | 
F. Jeffe, vice-president in charge of 
sales, Consolidated Edison Co., in an- 
nouncing that the company has started 
an intensive campaign for improved 
lighting in New York. 

Details of the campaign were given 
recently by General Jeffe at a meeting 
of 800 appliance dealers and distributors 
in the auditorium of the company’s main 
office building at 4 Irving Place, New 
York. N. ¥. 

General Jeffe also said that “this cam- 
paign will help to relieve the housing 
shortage by making every bit of valu- 
able space usable through good lighting.” 

To rehabilitate basic lighting, a pack 
age of six light bulbs has been designed 
and will be offered to the public throug! 
neighborhood dealers, according to Gen- 
eral Jeffe. The bulbs are two each oi 
the 40, 60, and 100 watt sizes, and wil! 
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NEW OWNER at Superior Sales 
Company, Sacramento, Calif., is How- 
ard Rath, formerly with Fred Stone, 
of San Francisco, and with W. G. 
Stone, of Alameda. Rath took ove) 
here following the death recently of 
G. J. Engelhardt. 


$.70 plus the five cent Federal 
ax and a one cent sales tax. The 
General Electric Company, Westinghouse 





ectric Corp., and Sylvania Electric 

ducts, Inc. will each offer distinctive 
packages of bulbs for the campaign. 
General Jeffe stated that an intensive 
impaign of newspaper, radio, car card 


nd poster advertising will be used t aneanneenmeaniade 
, ; ‘ ‘ . . PPT Tepeeees 00 are reer re, he , 
sell the public the idea of better lighting. ) EAESLENT. 


B00V 2 pve, 


N. Y. Wholesaler Plans 
$5 Million Sales in °46 


| é % « 6 
\ minimum sales budget of $5,000,000 | GRESCE BRBK | s\ 
as been set for 1946 by the D. W. May ' 6000 / . 
> 2 ‘ mn \ 
= : a ae, Se 


Company, electric appliance wholesalers 
New York City, according to D. W. 


ay, president, who presided at a pre- 


\f 


ew of the company’s lines on December 
10th. 
\ “housewarming and dealer franchis- 


¢ party” was arranged to show Farns- 
rth radios, Filter Queen vacuum clean- 
s, Speed Queen washers, and the Cole- 
in line of space heaters, floor furnaces 
d oil water heaters to several thousand 
trade representatives during the eight- 
iy showing. 
Mr. May announced that he expected to 
pply samples of several major appli- 
ices to dealers by the end of December. 
January he expects sampling to be 
mpleted of Capitol kitchen cabinets and | 
nks, Electromaster electric ranges and 


tt water heaters, and the Wilcox-Gay 


me recorder. Coolerater refrigerators | W | R E A N D) CA B L E 
e expected later. 


Mr. May expressed the belief that ap- 
iance deliveries would begin to gain by 
ebruary, with production and quantity 
ipments due by April. 
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Klein-Kord Safety Straps, developed more 
than ten years ago, are today used ex- 
clusively by many of the country’s largest 
public utilities. 

Multiple plies of long staple cotton of a 
special weave are vulcanized in rubber. 
This weave permits the use of a tongue- 
type buckle without risk of slipping or 
ripping, even under severe tension and 
excessive loads. The red center provides 
a warning signal. The strap is safe for 
use until worn down to the center ply— 
“Stop when you see red.” 











Klein-Kord is extremely tough,,flexible, 
and of uniform thickness and strength. It 
has a low conductivity, will not stretch, 
and is unaffected by moisture. 

An improved Tool Belt of Klein-Kord 
is also available. This belt has found favor 
with linemen, and offers the quality fea- 
tures that have made Klein Belts the choice 
of linemen for generations. 








Klein-Kord is an exclusive Klein de- 
velopment available only on equipment 
carrying the Klein trade-mark. 

Write for book giving full information 
on Klein-Kord Safety Straps and Belts. 


Foreign Distributor: 
Internctional Standard Electric Corp., New York 


Since 1857 


No. 5233 


- 5301-11KK 


mom WO LE I Nom 


3200 BELMONT AVENUE, CHICAGO 18, ILLINOIS 
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IN NEW GE POSTS. Willard c.¥° ‘ 
Brown, left, has returned to GE Nela (homa 


that division. He has been in the Navy 
for three years. Alston Rodgers, cen- 
ter, lighting engineer with GE since 
1926, returns as field lecturer for G! 
Lighting Institute. R. E. Worstell, il- 
luminating engineer with GE since 
1925, has been with the Navy for four 
years, returns to GE as supervisory 
engineer of GE’s Atlantic Sales Dis- 
trict in New York City. 


Park as assistant to the manager of es 


{ 3S. 





Electro Acquires 
GE Fixture Line 


Sale of G. E. Lamp Department's busi- 
ness in RF (rectified fluorescent) and 
Cooper Hewitt fixtures to the Electr 
Manufacturing Co., 2000 West Fulto 
St., Chicago, was announced Novembe: 
14 by G. E. Lamp Department’s Nel: 
Park headquarters, Cleveland, Ohio. 

Disposal of this fixture business on th 
part of General Electric is in keeping 








with the Lamp Department’s policy t 
not engage in the manufacture of lighting 
equipment, it was stated. Lamp Depart 
ment of G. E. will continue to manu 
facture “RF” and Cooper Hewitt lamps 

Electro Manufacturing Company has 
been in the lighting fixture business for 
the past fifteen years. Its distribution i 
nationwide in the industrial and con- 
mercial fields. According to Electro’: 
president, Victor Nemeroff, purchase oi 
the G-E facilities is designed to expan 
the firm’s industrial coverage. 

G. R. Clover, formerly Cooper Hewit' 
specialist and more recently sales rey 
resentative for G. E. Michigan Sales 
District, will resign his position wit! 
G. E. Co. December 1 to join Electr 
Mfg., in an executive capacity to super 


vise and to assist in sales operations oif, 


the newly acquired business. 


Dillon Returns 


To Wiremold Post 


Joseph R. Dillon, who returned recentl 
from service in the Southwest Pacific 
has been put in charge of the purchasing 
department at The Wiremold Company 
Hartford, Conn. He replaces George M 
\rmor, who has retired after 25 years 
service with the company. 

Mr. Dillon, who is a graduate of Trin- 
ity College, Hartford, has been a member 


pt min 


\ 


Mi 


re 





of the Wiremold organization since 1940. 
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Dpens New Wholesale | 
*7 House In Phoenix 


Backed up by years of experience in 
he electrical industry, two men in Phoe- | 
nix, Arix., have gone into business re- 
rently as the Arizona Wholesale Supply | 
ic. Qo. Operating as partners are E. A. 
Nela (Thomas, recently with WESCO in | 
Yr of Phoenix, who will act as manager, and | 
Vavy fi S. Davis, formerly with General | 
cen- 

INC € 
Gi 
Lb. 
ince 
four 
sory 


Dis- 





busi- 
yan 





Vaporlite with 
lectr 


) I Standard Dome Reflector 
‘ultor “ 4 , E , | ‘ e I 
a. E. A. Thomas, left, and H. S. Davis, Rugged Ligh tweigh t ° 


the partners. 
oO. 


a fac i GOODRICH VAPORLITES 


epinggtlectric Supply Corp., Phoenix, who 








cy twill be sales manager. 
° 1 " “*-— “er : . > e +11 . . . - . 
hting The SS. will handle a tull | Designed to serve a wide variety of industrial 
epart-@ine of wiring devices and supplies, ma- ‘ ; by : , : 
applications, Goodrich Vaporlites are con- 


nanu-por appliances, radio, lamps, air-condi- | 


amps Fioning systems structed entirely of cast aluminum, combining 








ha light weight with ruggedness and corrosion- 
of With Shallow resistance. Here’s lasting protection and free- 
com- | Dome Reflector dom from service interruptions. 
ctri 
se of Listed as vapor-proof by Underwriters’ Lab- 
‘pan oratories, Goodrich Vaporlites assure complete 
ewit! Ba ee safety. The lamp itself is glass enclosed and pro- 
rej New Building of the Arizona | tected by a heavy guard. A gasketed socket seals 
pie wr hencare Sapety Co. | the wiring chamber to make it completely air- 
lectr Mr. Thomas has been in the electrical oe tight. 
UPeT- Band appliance business, both retail and 


You can fit Goodrich Vaporlites to your exact 





1S O'Bwholesale, since 1918. Mr. Davis has : 2 ; : 
ea er ap a ag ge nee lighting requirements with standard dome, shal- 
siness. low dome, or angle reflectors, finished in per- 
manent porcelain enamel. Reflectors are inde- 
pendently mounted to permit easy removal of 
Radio Noise Filter globes and guards. Write for literature. 
i . ; me . With Guard Only 
enth Radio listening pleasure is being in- 
4 ased by a radio noise filter. This . ry 
cic. ~e aa Sold Through Electrical Wholesalers 
asing device eliminates static or buzzing in 
pany. ctrical equipment, so that when the 


=) 


e My™an upstairs is performing with his 


rs off ‘tric razor you will still be able to : 1 
tune in on your favorite program. The P . jj H ny 
Trin-§ tle instrument was developed during 5 =) 


ta RheB 7a 1 BOMPANIY 


40 possible aboard the 
4600 BELLE PLAINE AVENUE, CHICAGO 41, ILLINOIS 
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Take a TWO-WAY LOOK 


AT THE 


Manarch Fuse 







wid 


othe MONARCH 
SUPPORTING 
BRIDGE 


Note how this Monarch 
construction prevents the fibre 
bar from coming in direct contact 
with the screw connecting renewal link 

to knife blade. This minimizes the charring 

of the fibre bar and positively prevents exces- 

Sive overheating of knife blades. Note also large 
metal parts which dissipate heat. Result: dependable 


prote ction. 


“Look No. 1” illustrates this construction in a 
lighter-duty Monarch knife-blade fuse and 
“Look No. 2” shows adaptation of this 
principle in a heavy-duty model. 





Specyiy Manarch Fuses 
Vida tmyproved 





be a 
4 > 


MONARCH FUSE CO., 


118 E. FIRST ST., JAMESTOWN, 


N.Y. 








Proctor Electric States 
Strong Wholesale Policy {' 


In a clear-cut statement, the policies 


affecting the sale of its appliances, 
the relationship of the company to its dis 
tributors and retailers have been outlin 
by The Proctor Electric Company i: 
booklet published recently. The publ 
tion is designed to serve as a guide 
both headquarters and field personnel i: 
determining answers to questions of con 


pany policy whenever they arise, as long 





as these policies remain in effect 
Through Wholesalers Only BAC 


The company states that, “betieving§ presi 


fully in the fundamental economy ply 

, ; lieut 
wholesaler-to-retailer-to-consumer dist: io a 
bution, Proctor products will be sold onl)§ sup 
through wholesalers” that are franchis Ares 
by the company. All direct sales ha 


been discontinued. Also, Proctor state: 
that production of “private brand met 


exception of certain parts and assemblie 


Manufacturing 


chandise has been discontinued with theffribut 
for Singer q 


Compat 
which in no way affects the business « 
Proctor wholesalers and retailers.” 





The sale of Proctor products to whol 
salers will be on a “limited but not ex 





‘lusive basis.” This will be done, tl ur 
company says, by the policy wherel The 
“distributors in each wholesaling are Ne 
will be carefully selected to avoid waste-fPresi 
ful duplication of selling effort withoutfuisit 
sacrifice of widespread retail coverag ff) aux 
through all types of legitimate retailite | 
outlets for small electrical appliances.” PRailr 
Handling Competitive Lines ary 
In clarifying certain distributor ques Chi 
tions, Proctor states in its publication oifPU'* 
policy that it recognizes that it cannot#R@c™ 
demand exclusive representation of a dis-F¥*" | 
tributor in territories where Proctor doe} Mt 
not have exclusive distributor franchises.F"* P 
And it states that the company realizesB* 'S | 
that a distributor cannot make the most? “ 
out of the small appliance business unless jarge 
he is carrying enough lines to make puithi 
possible for him to operate a specialize ” 
small appliance department. Yet, Proctor 
states, it feels that a distributor canfig: 
if 


handle so many lines that none of them—, 
will receive adequate promotional effort Ele 


As a result, Proctor states: “we feel that 


ios ‘ ae \n 
any distributor who is not willing to giv 
; ; ; _ fant 
Proctor a first or second place in the dé 
Sih aa ~ : re 
gree of his selling effort is not a go ¥ 
Ma . ye §6lect: 
distributor to handle the Proctor line b ol 
Ll€ 
Appliances Will Be “Fair-Traded” 2 
The company has stated that Proctor, 
merchandise will be “fair-traded” in allf...; 
states having fair trade laws—every stat o 


except Missouri, Texas, Vermont and the, 
District of Columbia. Price maintenance} nl 


under these laws will include wholesalers} ) > 4 

as well as retailers. sie 
Proctor believes that the desirability of } 

selling Proctor merchandise throug! 


chain retailers is recognized, and that “it 
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BACK in harness. James J. Noble, Jr., 
ievino) president of the National Electric Sup- 
ply Co., San Francisco, was a first 





ny < 3 

“ lieutenant in the Army, was discharged 
dis in September, is now back at his job 
l onl) supplying the contractors in the Bay 
chis Area. 

l a\ 

States 


mer-fas been amply demonstrated that dis- 
h thefributors can secure and service this type 



















nblief)f business.” The company states that it 
npanyBvill not sell direct to the chain concerns. 
85 
° 
vhol- fAMerican Transformer 
‘Purchases Property 
ere! The American Transformer Company 
areafpi Newark, N. J., announces through its 
vaste resident, Thomas M. Hunter, the ac- 
ithoutffiuisition of a tract of land located on 
‘erage auxhall Road in Union Township. The 
retailpite is located on the Raritan Valley 
es.” Railroad which affords ample facilities 
for servicing through the proposed siding. 

ques-{ This land has been purchased for the 
on offP'rpose of constructing a modern manu- 
annoteacturing plant to handle increased post- 
a dis-@’al production. 
-does§ Mr. Hunter states the development of 
Jhises #O€ Property will require a few years and 
alizesPt 1S the plan of the company immediately 
most#° Construct the first unit and move a 
inless #4" 8e portion of the operations to Union 
ke i#@ithin the next year. It is intended to 
alized puove the entire operations eventually. 
roctor 

can ° Pl L 

then» iMmMons Flans arge 
ior: Klec. Blanket Output 
1 that “ a" : 
al One of the nation’s largest bedding 
a manufacturers, the Simmons Company, 
a j pects to produce more than 250,000 
hes electrically - heated, electronically - con- 
, rolled blankets in 1946, according to 
uy John Roemer, merchandise manager of 
meat company’s newly-organized  elec- 
im <"Rtronic blanket division, declared at a 
straw ent conference in New York where 
id th blanket was on display. The new 
nance’ Phlankets are planned to sell at $40 when 
salersBi) > 4 approval is obtained, Mr. Roemer 
| ted. 
© ‘he company’s development of a’ pre- 
e- temperature control is one of the 
at ut tures that Simmons will promote. 
1945 





‘A recent big job of ours called for the 
installation of 2% carloads of conduit 
in various sizes. All of this was bent 
with a GREENLEE Hydraulic Bender 
and we saved at least 50% in labor 
hours and 10% on fittings and manu- 
factured bends,” reports Harry C. 
Korns, owner of Harry C. Korns Elec- 
tric Company, St. Joseph, Missouri. 
Show your customers how to speed 
installations with a GREENLEE 
Bender. Savings made on one job 
such as above will more than pay for it! 
Compact, portable, easily set up so 





that one man can 

quickly bend pipe up to 4%", 

rigid and thin-wall conduit, tubing, 
bus-bars . . . right on the job! 

Whatever the bending need, there is 

a GREENLEE to do the work. For 

sales information on GREENLEE Hy- 

draulic and Hand Benders and other 

timesaving tools get free 

Catalog 33E. Greenlee 

Tool Co., Division of 


Greenlee Bros. & Co., 1852 
Columbia Avenue, Rock- 
ford, Illinois. 





REGISTERED TOOLS 





GREENLEE 


FOR THE CRAFTSMAN 





YOUR SALES OPPORTUNITIES WITH 


Hydraulic Conduit, Pipe and Bus Bar Benders 
Pipe Pushers «+ 
Cable Pullers * Spiral Screw Drivers « 


Bits « Bit Extensions * Draw Knives 


Steel and Copper Tube Benders «+ 
Knockout Punches and Cutters 
Automatic Push Drills « 


Chisels and Gouges » 


THE 


GREENLEE 


LINE 


Hydraulic 
« Radio Chassis Punches ¢ Joist Borers 
Auger Bits «* Expansive 


And Many More, 
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KWIKHEAT’S 
BUILT-IN 
THERMOSTAT 


* HEATS IN ONLY 90 SECONDS 
* MAINTAINS PROPER HEAT 
* CAN'T OVERHEAT / » 


nC y 
* LESS RETINNING NEEDED ~* 
* TIPS LAST LONGER 


The Kwikheat Soldering Iron 
* COOL, SAFE HANDLE 
* LIGHT WEIGHT 


has ample reserve power for 

your soldering jobs—225 watts 

held in check by a thermostat 

built right into the iron* —main- 

taining ideal temperature for perfect 
soldering—preventing overheating 
(which causes deterioration in other 
irons)——prolonging life of tips and elimi- 
nating the need for constant retinning. Be- 
sides these big advantages, the Kwikheat Iron 

is hot, ready to use only 90 seconds after plug- 

ging in. It is extremely light (14 ounces), well- 
balanced, and has a safe, cool handle. No wonder 
Kwikheat is a sensation wherever it is used. You will 
want to stock this “hot” item. With one tip — $11.00, list. 


6 INTERCHANGEABLE TIP STYLES 


4} #2 #3 #4 Gi #5 
$1.25 $1.25 $1.25 $1.75 $1.25 


VANATTA 


*patented 


THERMOSTATIC SOLDERING IRON 


A Division of 


Sound Equipment Corp. of Calif.e 3903 San Fernando Rd., Glendale 4, Calif 


_% 
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Former GE Supply taf 


; ‘ ~ 
Salesman Joins Miller ™ 


, Ralp! 
Roy W. Thompson, formerly a lighting I 7 
ve! 


specialist with the General Electric Sup. s W 
ply Corp., Oklahoma City, Okla., 1a Yr 
been added to the engineering section oj 
the Miller Company, Meriden, Conn. 
Mr. Thompson will serve as a factor 
engineer of the 


working out compan) 





Othe 
and 


ppara 
Mered 
eters 
F. H 


Tynan 





.% 
fas 





Ode 
ales 
raph 
nc., 1 
fagu 

Roy W. Thompson 
home office. He is a graduate electrica 
engineer, who has had wide experience 
with utility companies, and as a Navy 
Radar Design Engineer, as well as ir 
wholesaling. 
General Mills Appoints 
Two District Managers ” 
The appointment of Joseph D. Kelly " 
veteran of two world wars and former Th 
National Electric Range sales manager} y| 
for the Westinghouse Electric Corp., a: se 
Central District Manager for home ap Ww 
pliances is announced by Roscoe E. Im- : 
hoff, manager of the new Home Appll- al 
ance Dept. of General Mills, Inc., Min Y 
neapolis, Minn. ar 
In preparation for distribution of home 9 
appliances, Mr. Kelly’s offices will opet at 


Mart 
building, Chicago. Simultaneously, twelv 
additional district sales offices will opet 
throughout the country. The initial dis 
tribution to retail include 
electric 


in January in the Merchandise 


dealers will 
automatic irons and_pressurt 
saucepans. 

William D. Peters’ appointment as East 
Central District 
Mills’ new Home Appliance Dept. has 


also been announced by Roscoe E. Imhoft 


Manager for Genera 


Mr. Peters brings 23 years’ experience 1! 
electrical appliance merchandising to the FR 
company. His headquarters will be in the 6 v 
General Mills offices at Pittsburgh. 
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staff Changes At 
JESCO Portland, Ore. 


Ralph H. Sroufe has been made man- 
ver of the Portland, Ore., branch of 


Bhe Westinghouse Electric Supply Co., 


was announced by W. M. Jewell, North 


cific district manager. A veteran of 


) years’ service in the electrical supply 
eld, Mr. Sroufe was formerly district 
ores manager of the North Pacific 
listrict and for the last year and a half 
lad been division manager at Wesco, 
les Moines, Ia., branch. He succeeds 
W. O'Neill, resigned. 

Other organization changes at Port- 
o are as follows: H. A. Dunlap, 
pparatus and supply manager ; P. te 
Meredith, appliance manager; C. E. 
eterson, office and credit manager; M 
F Hobkirk, stores manager; L. J 
Tynan, service manager. 





. F. Jester To Head 
faguire Radio Sales 


Oden F. Jester has been named general 

ales manager of the radio and phono 
raph division of Maguire Industries, 
nc., it was announced recently by Russell 
faguire, president of the company. 






EXCLUSIVE 
WHOLESALER 
POLICY 


Stocks of Frankel Solderless Connectors, 
most in demand, are available from our 
agents in key cities. 
These stocks are exclusively for 
wholesalers to help them give quick 
service to customers. 


Wholesalers get the same discount by 
drawing from our agent's stock as they 
would get by ordering direct from the 
plant. 

You will find our agents cooperative 
and ready to give full information re- 
garding Frankel Solderless Connectors 
and Lugs. 


Write for Catalog 4-C 











FRANKEL CONNECTOR CO. | 


25 Vestry Street © New York 13, N. Y. | 








STOP CURRENT LOSSES 
Getween Meter aud Outlet 


“" PORCELAIN 

















Adequate PORCELAIN Protected Wiring Systems save money 
every month for the consumer—and that means a dividend 
in goodwill for you! This savings results from the ability of 
adequate Porcelain Protected Wiring Systems to carry greater 
electric loads—preventing overloaded circuits, the chief 
cause of wasted current. (Current is wasted in the form of 
resistance when wiring circuits are overloaded.) 

Any way you look at it—for safety, permanence, economy, 
and all-around satisfaction—you can’t beat the non-metallic 
PORCELAIN protected way! Ask your friendly Electrical 
Inspector about the safety features of knob-and-tube wiring. 


Write for wiring manual. 
























To realize the full sales and profit possibilities a ti 
ugs 


of Electrical Connectors, stock and promote 
the Sherman line! That's the plan followed by 
a large percentage of America's most pro- 
gressive wholesalers. 


Sherman Electrical Connectors are so well 
known, so well liked, so admittedly dependable 
that they provide the standard of quality by 
which other connectors are judged. 


What's more Sherman Connectors are con- 
tinuously, heavily advertised, to help you sell 
them in ever increasing volume. Note the 
items illustrated. Every one of them is being 
featured in current trade paper advertising Split Bolt 
and direct mailings reaching all branches of Connectors 
the electrical industry. 





In considering merchandise plans for the fu- 
ture, do not overlook connectors simply be- 
cause the unit of sale is small. You can do a 
lot of business with the Sherman line. And, 
due to their good margin, their rapid turnover, 
and the small investment required, they'll yield 
you more net profits than many other types 
of merchandise. 





Wedge-Grip 
Connectors 


H. B. Sherman Mfc. Co. 


Battle Creek, Mich. 


Solderless Lugs 


Sherman 


Electrical Connectors 

















NAMED general! sales manager of the 
M. B. Austin Company, Chicago, 
Harry J. Kahn, above, was with 
Thomas © Betts for 15 years, seven 
as district manager in Cleveland and 
seven in the same position in the 
Chicago territory as Midwest district 
manager. 





Retail Association 


Scores OPA Methods 


As part of an exchange of lette 
between the National Retail Dry Good 
Association and the Office of Price A 
ministration regarding methods used b 
the Government’s price agency in estal 
lishing ceiling prices on retail merchan- 
dise, the following examples were out 
lined to OPA by Lew Hahn, genera 
manager of the association. 

I feel sure you must have man 
competent pricing executives who know 
what is happening in the markets 
your agency has had something like 637 
millions of dollars in appropriation: 
during the last four years. This ha: 
given you facilities which far outstr! 
those of any business research organiza 
tion. . . . It would seem certain that 
anything which an organization like the 


National Retail Dry Goods Association§ 


could discover already would be know: 
to your people... . 


“In your letter you comment on a pair 
of shorts in our exhibit which we labeledff 


—OPA expects this manufacturer t 
produce this pair of shorts for $3.55 a 
dozen. Your information is that this 
manufacturer ‘is producing thousands of 
dozens of this item each week, and 
not even charging as much as his allow 
able OPA ceiling price.’ 

One wonders what he does with the 
shorts. The stores seem not to have then 
and consumers are reported to be having 
great difficulty in securing shorts. Th 
important thing for OPA to determin 
is this. If $3.55 per dozen is a sufficient 
price to allow this manufacturer 
produce thousands of dozens a_ week 
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how can OPA justify some of the other 


prices which other manufacturers are 
getting? In our exhibit we showed a 
vastly inferior short at $7.50 a dozen 


and we have just added another item of 
inferior quality which is priced at $11.15 
a dozen. 

“In the 
Arts we 


Apparel 


advertise- 


December issue of 
find two full page 
ments by manufacturers who offer shorts 
case the 


at very fancy prices. In one 


garment is composed of nylon and is 
offered at $36.00 a dozen. In the other 
case the shorts are of rayon and are 
priced at $16.50 per dozen, with other 
styles from $12.50 to $21.00 per dozen. 
It is our understanding that both these 
comparatively new 
in the production of shorts. 


manufacturers are 


“On the other hand, we are informed 


that one of the largest manufacturers 
of shorts, who formerly produced a cot- 
ton cloth boxer type of short of excellent 
juality, is frozen with a ceiling of $4.40 
a dozen and has been unable to produce 


any for something like two years.” 


Sewing Machine Library 
USO has established a lending library 
many of its 


system for hundreds of 


portable electric sewing machines. From 
the USO office or 


project, 


club near a housing 


house-to-house loans of ma- 


hines are made to service men’s wives 





VULCAN 


ELECTRIC 


SOLDERING TOOL 


SCREW TIiP—for 


ciency—Il0 sizes. 


PLUG TIP—for low cost re- 


placement—5 sizes. 


high effi- 


VULCAN ELECTRIC CO. 
Danvers, Mass. 
Electric Soldering Tools 


Electric Solder Pots 
Electric Heating Units 
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You can’t sell promises, so we're not 
going to make any. We do hope, how- 
ever, that improved conditions in 1946 
will enable us to make the same prompt 
deliveries on our entire line that we are 
now making on Non-Renewable Fuses. 





ROYAL 








WIRE * CORD SETS + CARTRIDGE and 


PLUG FUSES 
LIGHTS * 


~ 


CHRISTMAS 


FUSTATS * TROUBLE 
LIGHTING SETS 


ELECTRIC CO., Inc., PAWTUCKET, R. I. 
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\ “Thank goodness, we won’t have to put up with this in our new home!” 


ilies: al 





BLO-FANS WILL FREE THOUSANDS OF 
NEW HOMES OF UNWANTED AIR! 


ALREADY, the demand for Blo-Fan Ceiling Ventilators 
is far exceeding our expectations. Home owners and 
contractors throughout the country are demanding the 
better ventilation that Blo-Fans give. 


Blo-Fan is more than a fan—more than a blower. It’s a 
combination of both! It has the power of the blower plus 
the volume of the fan. 


Installed in ceilings—directly above sources of foul air, 
Blo-Fans are twice as effective as sidewall fans of equal 
size across the room. 


Blo-Fan eliminates greasy cooking vapors and odors before 
they spread to soil drapes and furnishings. Bathroom fog 
and odors are whisked away instantly. Liquor fumes and 
tobacco smoke of the gameroom are banished as they rise. 


Wherever there’s a new home to 
be built, or an old one to be re- 
modeled, you'll find a ready cus- 
tomer for 


Bte-Fon 
CEILING VENTILATORS 


Distributed Only Thru Fran- 


chised Wholesalers. 





PRYNE & CO., INC. 


EXPLODED VIEW OF LOS ANGELES 54, CALIFORNIA 


Goan BRANCHES: NEW YORK - CHICAGO - HOUSTON 
SAN FRANCISCO 


“SPOT” VENTILATOR 








‘Soot Meatileitione MEANS Bove 











Electric{Home Heating iw. » 
Inaugurated,In West roup 


Entry of the Westinghouse Electrigjnember 
Corporation into the field of electrigyoted t 
heating for homes, an_ entirely nevygthe gre 
activity for the company nationally, wag§ng int 
announced November 9 by Chas. Affwish te 
Dostal, vice-president in charge of thinform: 
Pacific Coast district. Manufacturingfteachin 
headquarters will be located at Emery {about | 
ville, Calif. will nc 

Under terms of a license granted byglhe r 
the Wesix Electric Heater Company §§9-00. 
Westinghouse has acquired the right t “Bas 
use the basic principles involved in thepwill b 
design, construction and control of unit course. 





type electric heaters, according to a joingmot in 
announcement made by Mr. Dostal an¢ ‘rom 
W. Wesley Hicks, president of thempe fur 
Wesix organization. electri 

Volume production of a complete line vackgr 
of newly styled models is expected t papers 
get under way soon at Emeryville, where applic. 
a large area has been made ready. Stuargduring 
L. Forsyth, formerly of Pittsburgh, Pa,J¥P-to- 
will head the new activity as sales manr- The . 
ager for the company’s new home heat-Fuomic 


ing section. indivi 
Models comprising the new line willJtrers 
this. 


range from an easily portable 1250-watt 
110-volt floor unit to 4-kilowatt, 220-volf 
floor and wall models. All the 220-voltf 
units will have built-in automatic ther-— —— 
mostatic control. The heaters will b 





marketed through already — established 
Westinghouse distributor and _ dealer 
channels. x 

“We expect our major markets will = 
be in California, Washington and Ore 
gon,” Mr. Forsyth reported. “In these 
areas, ample power is available at low : 
cost, making electric heating for homes 
economically feasible. 

He further said: “Although there are 
many ways of using electricity for home 
heating, and research and development 
work may result in more, we believe that 
unit heaters offer maximum benefits in 
many ways. They can be used for aux- 
iliary heating anywhere or for heating 
entirely by electricity where winters are 
mild. Desired room temperatures can 
be maintained automatically.” 


Electrical Women Plan C 
Series Of Lectures 


“Basic Training in Electrical Living” 
will be the theme of a series of five 
programs to be presented by the Elec- 
trical Women’s Round Table of New 
York, Inc., at their regular monthly meet- 
ings beginning January 1946. Through 
the courtesy of Miss Eloise Davison, 
Director of the Herald Tribune Home 
Institute, a member of the Round Table, 
the facilities of the Herald Tribune Audi- 
torium, 230 West 41st Street, New York 
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have been made available to the 
xroup for these meetings. 

[In response to many requests, the 
lectrifmembership of the Round Table has 
lectrifvoted to open this course to persons in 

newsthe greater New York area with a work- 

, waging interest in the electrical field who 
$ yish to obtain a practical fund of factual 
{ th@information which will assist them in 
‘uringteaching, selling, talking and _ writing 
merygabout the modern uses of electricity. It 
will not be open to the general public. 


d byplhe registration fee for the course is 
pany fp>-00. 
ht t@ “Basic Training in Electrical Living” 


n thepwill be in the nature of a_ refresher 
unipeourse. It will not be technical and is 
joingmot intended to be a detailed course. 
| andFrom the standpoint of utilization it will 
thaibe fundamental for newcomers to the 
electrical industry and will provide a 
. lingfbackground for their work. For the 
d topexperienced it will review the various 
vherefapplications of electricity unemphasized 
‘tuarifduring the war years, and will bring them 
Pa Bup-to-date in their thinking electrically. 
man-flhe course will not replace home eco- 
heat-gnomics training, home physics, or the 
individual product training of manufac- 
wiigturers. It will, however, complement all 
watt this. 


hes cileabaseniadenasetdieacmecie 
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five F CARTRIDGE FLASHLIGHT 


| FUSES BATTERIES 
ACC- 


Wee | Lactation on request 
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a CORPORATION 
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at WARREN. PENNSYLVANIA 








FAST HEATING... 
FAST HANDLING 


FAST SELLING! 





@ The BAKER Flash is the revolutionary gun-type soldering 
‘tron that answers industry’s demand for a FASTER, HANDIER 
end MORE EFFICIENT tool! 


The tip flashes to soldering heat almost instantly following 
pressure on the trigger control. Correct temperature for most 
efficient work is easily maintained, over-heating and unnecessary 
oxydation avoided, cleaning and re-tinning time saved. 


Natural gun grip; cool, protected plastic handle; light weight; 
perfect balance—these are advantages that make the BAKER YOU CAN 


Flash extremely easy to use, ideal for work in close places. SELL IT 
Completely equipped for immediate operation from 110-volt 
transformer or from standard storage battery. NOW! 


Distributors — write or wire for complete information 


ORDER SAMPLE TODAY—Only $4.75 Postpaid. With HT Transformer 
$9.95. Remit check or money order unless C.O.D. is preferred. 


BAKER-PHILLIPS CO. siiuivois <u 





Insist on 


“ADVANCE” BALLASTS 9% 


mM onall lighting equipmen, 





“ADVANCE” BALLASTS EXCEL 
IN QUIET OPERATION, high efficiency 
performance, low replacement cost and long life.. They permit 






easy installation in fixtures where only a limited space is 
allowed for ballasts. Designed by expert lighting engineers 
and approved by Underwriters Laboratories, “Advance” bal- 
lasts are the answer to all fluorescent lighting problems. 
LARGE MANUFACTURERS OF LIGHTING FIXTURES 
USE “ADVANCE” BALLASTS—so insist on this quality 
ballast on the equipment YOU buy. 


DEPT. - W 


ADVANCE Transformer Company 


1161 W. Madison Street Chicago 7, Ill. 
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You can count on complete customer satisfac- 
rion from DRAKE Soldering Irons. Backed by 
25 years of soldering iron manufacturing ex- 
perience DRAKE Soldering Irons have built 
a reputation for quality that makes them dis- 
tinctly preferred by fast-producing American 
industry. 











os | 


Drake Has An 
Iron for Every Purpose 


Write for Illustrated Literature 
on the Drake Soldering Line 


when you suggest 


DRAKE 


SOLDERING 
IRONS AND 
SOLDER POTS 









DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE - 





CHICAGO 13, ILL. 





For Better “Industrial” 
Sound Business .-. . 


ci 
_——— 


Vtg yyy pth 
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BELL SOUND SYSTEMS, 


















1197 Essex Avenue 
Export Office: 4900 Euclid Avenue, Cleveland 3, Ohio 


po ae 82 8 
en 


“A 


oe 





The complete line of nationally popular 
BELL Sound Systems includes the right 
answer to every need for plant-wide 
“voice-coverage.”’ Bell Voice-Paging 
Equipment gives management direct, 
“personalized”’ contact with all em- 
ployees ... permits attention-demanding 
vocal paging of personnel... and pro- 
vides for plant-wide broadcasting of re- 
corded music, time and alarm signals, 
announcements, and so on. Compact, 
standard BELL units combine in any 
number to fit any need, providing easy- 
to-service systems that can be quickly re- 
arranged or expanded. Write for details! 


INC. 


Columbus 3, Ohio 








Oomphy Outburst On 
Novel New Product 


BRIDGEPORT, CONN. 
you can’t turn ’round these days with 
bumping into THE millenium. 

Well, step aside, boys. This is it. 

Here, at the 


Seems as if 


long last, is answer 


how a husband and wife can share 
double bed without squabbling over thx 
warmth of the bedclothes 

It is a new two-control automatic ele 
tric blanket developed by General Elect: 
engineers and scheduled to be availabl 
next spring. 

What does it mean? You answer that 
one. 

How many times, in the small hours of 
night, 
to sweltering Poppa, “I’m cold, darling 


Pull up another blanket, please.” ? 


has freezing Momma_ whispere: 


How many times has Poppa, practically 
overcome by the weighty warmth of thre 
blankets, slyly folded back his half of th 
top covering—only to have Momma fir 
that the whole thing has slipped off th 
bed, leaving her exposed to the cold? 

How many times have you said, “WI 
don’t we develop a blanket that zips dow: 
the middle ?” 

It’s been going on that way for years 
centuries even. 

And as a result 

Twin beds have boomed 

The divorce rate has zoomed. 

And those couples that just like to slee; 
in double beds go on fussing and arguing 
and disagreeing and trying to find the 
impossible—their average bedclothes’ r¢ 
quirements. 


Science recognized these difficulties, of 


course. 
To be technical about it, scientists 
discovered some time ago that the me 


tabolism of the average man is about 17 
percent higher than that of the averag« 
woman. 

Webster that 
sum of the physiological processes con 
the 
stance (protoplasm) of plants or animals 
the 


says metabolism is “the 


cerned in building up of the sub- 


and its destruction in furnishing 


energy for their living.” 

In everyday terms, metabolism simply 
means “the production of heat.” 

In other words, men produce about 17 
percent more heat than women 

That means that at a given tempera 
ture heat than 
If they’re sleeping under ordinary blan 
If they’r 
automati 


women need more met 
kets, they need more blankets. 
one-control 
blanket, the revolutionary bedcovering de 
veloped by General Electric in 1936, the; 
like to set the 
little higher. 


sleeping under a 


temperature control 


Two years ago, in a survey of auto 


matic blanket users, General Electri 


asked how many people would be willing 


to pay a few dollars more for an auto 
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NALCO 


F 


tor the Infra-Red pro- 
ess—Write for a free 






| INFRA-RED 


with two controls—one 


for Momma. 


tic blanket 


Poppa, one 


Forty percent of all double-bed sleep- 


said sure thing. Anything to still 


se nightly arguments. 


said than done 


the 


\o sooner 
mmediately need for developing 
‘ctrically heated flying 
the Air Fo 
engineers of General 
Blanket & 
to the 


blanket. 


Army rces was 
Elec 


Sunlamp 
of a | 


the 
’s Automatic 
vision turned perfection 
First they incorporated in the new and 
automatic blanket 
spiral-wound wire 


improved 
*-strand, 
for use 


new single 


] 


in flying suits. 


they worked out a simple 


for 


Then very 


providing two individual 
circuits and two individual 


the 


tem- 


rature controls for two-tempera- 


ire blanket. 


And there, in a trice, they had it 


(ILLENIUM. 


that the 
will not 
blanket, 


more 


General Electric said today 
w individual-comfort blanket 
the 


there 


single-control for 


are many customers, 
second item in the line. 
of the blanket 


and tools are 


Engineering new has 


now being 
will 
the 


single-control 


go into production just 


soon as tremendous demand for 


blanket is met 


LAMPS 


(Carbon Filament) 


Infra-Red 
Ray 


or Radiant Energy 
Baking and Drying 





You can sell Nalco Dritherm 


lamps for efficient results 
available in Inside-Silvered (Self- 
reflecting) or clear glass types. 


Learn all of the sales advantages 
featuring the Nalco 
arbon Filament Lamps 


py of “Drying Prob- 
ms Made Easy” today. 





NORTH AMERICAN 


prituerm / Electric Lamp Co. | 
| 


1034 Tyler St., St. Louis 6, Mo. | 
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SELL’ 


The Threat of Germs is Everywhere! 


i 


“GERM-KILLING 
LIGHTS” 


TRADE MARK 





GET THIS 


There are tremendous sales potentials in 
these GUTH Lights with a“health” angle. 
As modern in their use as the atomic 
bomb! Every school, office, restaurant, 
food-processing plant, meat-market, 
dairy, poultry and horse farm, not to 
mention many industrial establishments— 
is a likely buyer. 

Pioneered by Guth, and with a half cen- 
tury of “know-how” behind them, these 
modern lights afford a service that is 
both a business and prestige builder. 


A PROFITABLE LINE TO HANDLE 


Write today for these 
fact-packed Bulletins on 
GUTH Germ-Killing 
Lights—the line that isa 
new source of profit for 
wide-awake operators. 









“GUTH GERM-KILLING LIGHTS” 
Work More Effectively than a Surgeon’s Mask 


COMPLETE SELLING DATA 


Leaders in Lighting 
Since 1902 


a 
erns sate 


(Za at 


\\GITS 


th we , 















Made in 50 and 60 cy.- 
450/230 primary—115 
secondary 














WHEN 


REQUIRES 
CIRCUIT CHANGES- 





Use Transformers 


for Quick Changeover! 


When machine tools used for wartime produc- 
tion are moved out and machine tools for peace- 
time production are moved in, the quickest and 
most economical way of making the change- 
over is by the use of transformers. 


Instead of installing a separate cicuit for each 
machine tool, just run branch circuits from the 
power line, using Dongan Transformers to step 
down the voltage. 


DONGAN ELECTRIC MFG. CO. 
2989 Franklin Detroit 7, Mich. 


7 


The Dongan Line We Invite 


Since Nineteen-Nine Inquiries 














GET THE CREAM 
OF INTER-COMM 


V{LAY LAN) 





And Keep on Getting It WithThe 


Line of Inter-Communication 


That “Has fverything” 


A Talk-A-Phone distributorship provides a steady diet of 
desirable business . . . is tremendously rich in profit-yielding 
and trade-developing opportunities. 

A refined product of intensive specialization, Talk-A-Phone 
has been elevated to a high standard of perfection by years 
of research focused exclusively on the development of inter- 
communication that “Has Everything”. 

Talk-A-Phone, recognized as the world’s most complete and 
highly perfected line of inter-communication, provides a unit 
for every requirement and guar- 
antees complete satisfaction to 
every user. 










Write or wire today. Get the 
cream of  inter-communication 
business and keep on getting it! 


Talk- A-Phone Mfg. Co. 


| ST oF re) Pulaski Rd. Chicago 2 





PROFITABLE LINE 


piidestacedivatedtidatinas-enataatilion allied tates ae 








ILLUSTRATED IS 
HOLDENLINE CHAN’L-RUN UNIT 
NUMBER CSS-80. 


: a 
lighting the way to a 


Your stock problem is simplified with HOLDENLINE CHAN’L-RUN 
fluorescent equipment— your sales easier and profits surer. Cus- 
tomers recognize the engineering advantages of rapid conversion 
from individual units to continuous run and one sale makes a steady 
customer who buys again and again. Send for Catalog B-45. It’s NEW! 


Sold only through wholesalers 


Pioneers in Fluorescent Equipment 
1960 EAST S7TH STREET ° CLEVELAND 3, OHIO 











1945 Radio Output 
Less Than Expected 


OPA pricing difficulties and dela 
are chiefly responsible for the slow r 
conversion of the radio industry and of 
the fact that relatively few  receivir 
sets will be on the market for Christma 
buyers, R. C. Cosgrove, president 
the Radio Manufacturers Associatio 
said recently in an address at a luncheor 
meeting of the Radio Executives Clu 
of New York at the Roosevelt Hotel 
New York City. 

Instead of several million radio se 
which the War Production Board 4d 
clared after V-J Day that the radi 
industry could produce in 1945 “we wil 
be fortunate indeed if a few hundre 
thousand radio .sets are actually manu 
factured before Christmas,” Mr. Cos, 
grove said. 

Set manufacturers were held up three 












months, although they were equipped t 
begin civilian production immediately 
after V-J Day, Mr. Cosgrove explained 
on account of their inability to obtain 
radio parts. 

“The main delay in the component 
parts program,” he said, “was the OPA 
pricing program which discouraged mos 
manufacturers from aggressively push- 
ing their development and production of 
peacetime components. 

Set manufacturers are now facing 
problem that is similar to that experi 
enced by the parts makers, Mr. Cosgrove 
stated, and are “having difficulty in get- 
ting prices approved because the com- 
ponent prices are changing almost daily 
as modifications are made in them by 
the OPA.” 

Further delay arises from an OPA 
requirement that every set sold by 4 
manufacturer must bear a retail pric 
tag before it leaves the factory, he added 

Due to the delays in reconversion, Mr 
Cosgrove expressed the belief that radi 
sets will not be in “free supply” before 
the middle or latter part of 1946. 

Yet, despite all handicaps, the radi 
industry is pushing ahead with limited 
production and making preparations for 
extensive developments in FM _ broad 
casting and television, the RMA presi- 
dent asserted. 


Radio Surplus Small 


Radio and electronic war surplus s0 
far declared is small, according to Wil- 
liam L. Foss, chief of the RFC Elec- 
tronics Division. About 100 million dol- 
lars worth, on the basis of original price, 
has been made available to RFC. 

The RFC Electronics Division has 
received its first supply of radio receiv- 
ers, the SX-28. These receivers, while 
equipped to tune in the broadcast and 
international shortwave bands, are not 
likely to be converted into home sets 
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though they may be adapted for use 4 
communications operators. ; a 
Some handie-talkies were put on the | 


arket several months ago, but Mr. | 





lela oss said he stopped the sales when h« SELL I HE LINE 
Ww iscovered that they were of little use | 
id I 


civilians } 5 


>1Ving Practically all radar equipment de- | THAT CLICKS 
stma - Mr. Foss 


ared surplus to date, said, 












of an early and now obsolete char- | 
cter. 
Users of TRICO FUSES, Accessories, Auto- 
matic Oilers and Air Guns know that they 
are steps ahead in being able to produce 
MORE — FASTER — BETTER and at LESS 
COST! 


FM Channel Number Designations | 


Radio set manufacturers are over 
whelmingly in favor of using the FCC 
channel number designations, rather than 
frequeney- -wave-lengths, on the dials of 
new FM_ Radio receivers, an RMA poll 


liscloses. 





@ CUSTOMER SATISFACTION e 
VARIETY OF PRODUCTS e 100%, 
WHOLESALER POLICY are your 
major considerations in selecting 
profitable lines to promote in ‘46. You 
get them all when you SELL 





GE Appoints Wood 


thre¢ e 
-d: Assistant to Manager 
iatel 
Lined 













Walter D. Wood has been appointed 
assistant to the manager of the appliance 
tain distributing branches of the General | 
Electric Co., it has been announced by 
P. A. Tilley, manager of the branches. 

A graduate of the University of Okla 















































mos homa, Mr. Wood joined GE in 1934, and | TRC OFF US EGNIEG 
= has held positions in Schenectady and WIC WAUKEE 1. WISCONSIN 
m4 Bridgeport 
ng 3 es a 
peri 
yrove 
“i) ELECTRICAL 
com 
“"l] SPECIALTIES &y 
ae 
FOR HEAVY 
IPA INDUSTRIAL SERVICE 
yy a4 
“1 FROM STOCK 
ided 
Mr 
radi¢ 
> fort 
radi 
nite 
for 
‘oad 
res 
E-M-T CONNECTIONS IN A FEW SECONDS! 
With B. M. Fittings 
TWO QUICK SQUEEZES give you Finer, = =. 
4, ak ae em ten a enn eagghon: | 
Wil- ightentag of nuts and save you valuable B, genia Se ‘em. i 
Tec- time and materials. Then too, they are Clifton Conduit Co., Jersey Cy., 
stronger, neater and much easier to work Gen. Blectric Co., Bridgeport, Conn. 
dol- with in tight places. Start using B-M yn Et — hy 
P Fittings today. Have more satisfied cus- National Enameling & ts. Co., 
ice, tomers—more profits from each job! Pittsburgh, Ps 
(All B-M Fittings carry the Underwriters riengie Conduit & Cable Co. N. J. 
has eal of Approval) Se ee ae hte 
ceiv- 
vhile® & -~ 
an ee BRIEGEL METHOD TOOL CO. - Galva, Hit 
na £14260 Birwood Avenue °* Detroit, Mich. da ’ m 
sel . 
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HI-ELECTRICAL RESISTANCE. 


yhouse, 






Ait Burke Blocks ex- 
cept Series 7000 feature 
30 Amp capacity. This 


d rese 
buil 
sfiele 


large block illustrated tt 
provides 50 Amp capa- an 
city and wide slot open- yor. 
ing. It can be furnished udees 
with or without covers ~i 
or with switches. Only I 
available in 6-wire size. 

eir He 


JAMES J. COUGHLIN has been ap- §. p 
pointed representative of Landers, A 
Frary & Clark, New Britain, Conn., hol 
; to handle the Universal line of small PYSe%° 
BURKE’S 10 Styles of Terminal Blocks appliances throughout New England. & rate 
are completely described and priced in 
a new booklet just completed. Many 
specials are available to meet unusual 


conditions. Consult Burke for your Ter- | Staff Changes At 


minal Block requirements. Phoenix Wesco 
Write for New Booklet. 


ich p 











sbinets, 
Bder tl 
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e | 





10512 West 12th St. \t the Phoenix, Ariz., branch of A 
, Westinghouse Electric Supply Co., a me 
AC AND DC MOTORS AND GENERATORS number of personnel changes have b sO 


, * / oO reported by Frank Waite, manager. tenth 
B U 134 KK E oy / B 1 F C K 4 Kenneth Hall, formerly with t F rgy 

Westinghouse Electric Corp., will cover 
southern Arizona, living in Tucson. He 


came to this sales position from 
Washington, D. C. office. Altogether 








his connections with Westinghouse cover . 
a period of 20 years. Wilson C. Osborn x 
back in October from army overseas \e 
service, has resumed his place as outsidef ees 
salesman. He has been with the com- 
pany seven years. 

Berle Moore, who came with the con 
pany last June from a Los Angeles cor 
tracting concern, will sell apparatus a GEI 
appliances in northern Arizona, residing 
in Clarkdale. Frank Hines is a n t 


outside salesman in the Salt River Va 








ley and vicinity. Formerly with oth 
wholesalers in northern Arizona andj 
Phoenix, he will specialize in lighting 

The Phoenix branch has leased th J 
adjoining warehouse for January first ® 
occupancy, which will double the present 
space 30th buildings have ground fl 
and basement. The front of the recently ae 
acquired building will be used for appli- NI 
ance display and the rear for service. 


Universal quality is evidenced in the extreme density of the structure, Pressed Steel Car Co. \4 
the smooth precision finish and the uniformity of the glaze. Uni- Appoints Roy Beck 


’ 


versal "dry process”’ porcelain knobs, cleats, tubes, house brackets The appointment of Roy Beck as . 


( 


and electric fence insulators are preferred by contractors everywhere. ramic engineer for the Domestic Appli 
ance Division of Pressed Steel Car C 


tHE UNIVERSAL cuiay propucts co. See Or 


1549 EAST FIRST ST SANDUSKY. OHIO | Since receiving his degree in ceran 


| engineering from Ohio State University 2K 
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nn., 
nail 
nd. 
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h 


C( 





t rr for operation. 






1926, Mr. Beck has been a well known 
in the ceramics industry. He has 
t a total of eight years with West- 
use, both in enameling operations 
When the Tappan Stove 
plant in 


{ research. 
built its new enameling 
a sfield, Ohio, in 1939, Mr. 


engineer in charge of laying out the 


Beck was 


t, expediting and installing the equip- 


al 


and operating the plant until Pearl 
or. He then returned to Westing 
e to work on future development and 








gineering until his recent appointment 
Chicago. 

The Domestic Appliance 
bessed Steel Car Co., Inc., is located in 
feir Hegewisch plant, Chicago, Illinois. 
3eck has laid out an enameling plant 


Division oft 


h provides for a full line of major 
sehold appliances, electric ranges, re- 
kitchen 
marketed 


deep-freezing units, 


will be 


erators, 
which 
“Presteline.’ Com 


r the name of 


i 
Bu 
sbinets, etc., 
any officials say that the production line 


rolling by mid-January. 


A Delicate Power Matter 
me electrical measuring instruments 
ke so delicate that 


they require only 


watt 


th of a millionth of a 









GEDNEY 


GEDNEY FITTINGS... FIT! 


FITTINGS 
— 


0 “ 








Conduit Bodies and Fittings 
by GEDNEY, are available 
for every requirement. All- 
inclusive, this quality line 
features both threaded and 
threadless types. Underwrit- 
ers Laboratories approved 
ond distributed through rec- 
ognized wholesolers exclu- 


sively. Write for catalog. 


GEDNEY ELECTRIC 
COMPANY 


°KO BLDG., RADIO CITY, NEW YORK, N. Y. 









the name made famous 
by foremost chefs! 


laculaler 


The favorite of foremost chefs is rapidly 
becoming No. | with housewives, too! 
Heavy duty PYREX brand glass, distinc- 
tively designed, equipped with famous 
DUTCH Filte—VACULATOR is “tops” 








purcn 


clothless FILTER 





Sparkling CHINA 
NO cloth, NO paper 
= Snaps in EASILY 


Fits all standard makes 








L“ceeeeeee ee eeeceesee 


CHICAGO 6, U.S.A. 


VACULATOR 
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“COLOVOLT COLD CATHODE 


INDUSTRIAL 


8 feetlong - 





Here is the new Colovolt industrial 
fixture, one of a complete line of in- 
dustrial and commercial “packaged” 
units. Equipped with the standard 93” 
Colovolt 10,000 hour lamp, Colovolt 
fixtures may be used singly or in con- 
tinuous line lighting in multiples 
of 8 feet. Instantaneous starting, no 
flickering, guaranteed for 1 year ex- 


*Trade mark regis- 
tered U.S. Pat. Off. 





’ , 
(frail 


FIXTURES 


LOW VOLTAGE 


all steel 


cept for failure due to breakage are 
extra advantages of the Colovolt Cold 
Cathode low voltage fluorescent 
lamp. The long life expectancy of 
Colovolt lamps may be realized even 
when constantly turned on and off, 
and pre-scheduled re-lamping, with 
no loss of production or time, is now 
possible with Colovolt installations. 


Contact your electrical wholesaler or job- 
ber, or write us for full details and prices. 


GENERAL LUMINESCENT CORPORATION 


648 S. FEDERAL STREET 


od aller \cloe mala a). [elk 





| Veteran’s Right | 
To Seniority Upheld | 


Los Angeles—Supporting the right of | 
a veteran to fix the terms of reemploy- | 
ment with a company to a mutual satis 
faction, regardless of union labor ob- 
stacles, Superior Judge Thurmon Clarke, 
Los Angeles, rendered a decision Novem- 


ber > 1945, in favor of the Harvey 


Machine Co., Inc., which sought a decree 
establishing its right to restore Frank 
\. Stolo, 30, shell-shocked veteran of the 


\ttu Campaign, to a job with full senior- 


ity right. The company directed its ac- 
tion mainly against Western Mechanics 
Local 700, a C.1.O. afhliate. 


Stolo, supported by the company, con 





tended that he was entitled to seniority 
from the time he was first employed at the 


TOASTSWELL oh 
was actually working at the company's advert 
Long Beach plant at the time of his * “ Speake 

/ * enlistment May 19, 1942, and that the job ie? lude ] 
e e 
Will Bring You 
7 
Post-WarProtits! 


company’s Los Angeles plant, August 19, 
1941. The union took the stand that he 


assigned to him on his return was not St om 


the same as the one he left 


le, assis 


“The Court fully appreciates the sin 


cerity with which counsel for the union 





has presented his case,” said Judge Clarke 


“But the Court cannot escape the thought PORC . LAI N 
eee 


that counsel has not construed the re- 







































, | employment provisions of the Selective . 
aN 

| Service Act in the broad sense Congress The Quality Insulator E & 
al must have intended for the greatest pro- et P 

tection of the returning soldier and D1. 
| sailor.” P & $ eee gee 

Further on in his decision, he re Wien 

marked: “The primary concern in such Quality Porcelain Sockets 8: 

matters as this must be the happy re hertvie 

| placement of the veteran in his civilian aters. 
| job. The Court believes that that is the . , S Price 

intent of the act, and other considera On that job that requires Exce 
tions must be treated as secondary.” porcelain sockets, use P&S and fal pe 

Sia be sure of a trouble-free installa- # 
* The Fully Automatic Pop-up Distributors And Salesmen x... throuch th pas i! 
vaeuter Meet At Westinghouse tant ae ody 
* No Pre-Heating—Toasts . pioneered in the manufacture of f !he : 
Immediately Approximately 600 distributor execu electrical porcelain and their mber 
* Silent Clock tives and wholesale salesmen associated 7 sg 
* Better Toast (Seals in Flavor) with the Westinghouse Electric Appli fifty years of manufacturing ex- — 
*& Uniformity (Every Slice Toasted a healer oe punk Gaaren- perience assures, you of wiring : : 
Perfect) res en aes the ¢ company's Mane- devices that will stand up on the be 
*& Unsurpassed in beauty, per- field, Ohio, plant from Thursday, Decem- : 

fosmance end desendabite ber 6, to Friday, December 14, it was job. ae 
. P - announced by T. J. Newcomb, sales PAS 

* Nationally-Advertised for Easy Aa os he 
Sales and Quick Turnovers. de slats acai en a ie Sold Thru Electrical Wholesolers tio 
THE TOASTSWELL COMPANY groups with the distributor executives Send for your P&S Catalog today. hy 
620 Tower Grove Ave. * St. Louis 10, Mo. meeting December 6, 7 and 8, and the 21 
wholesale salesmen from December 10th t! 
= to the 14th. | “ 
a Tk : The sessions marked the first statements = 
: contawell concerning Westinghouse distributor and | bas 
qmwee way YOU LOOK AT IT 4 dealer policies as well as introduction of | ag 
TOASTS-WELL” OR “TOAST. SWELL — | the Company’s full line of appliances and di 

f ° Beat * radios. Speakers included A. W. Robert- | 

i Amreucar son, Chairman of the Board of Westing- a 
| house; J. H. Ashbaugh, vice president ag 

| in charge of the Electric Appliance Divi- | us 

154 WHOLESALER’S SALESMAN—December 19 "e 


















EW HOME for new wholesaling 
ouse in Fresno, Calif. This modern- 
zed building was taken over by Don 
opkins to house his new wholesaling 
oncern, Electrical Suppliers. Hopkins 
yas formerly manager at Fresno for 
ncandescent Supply Co. Bert Luft is 
ow on the staff as salesman. 












new “Yriction-Set” 


FIXTURE HANGER... 
That Adjust With a Twist of the Wrist! 


At last you can get a Fixture Hanger that turns to 
any angle after being screwed to an outlet box. 
Although base and receptacle remain stationary, 
hanger arms may be turned to align with any 
preconceived lighting plan. Exclusive Friction Ring 
firmly holds fixture in selected position. Hanger 
screws on to 3%” or 4” outlet boxes, no other 
fastening necessary. Furnished complete with re- 
ceptacle, two 5‘ chains, hooks and cord clips. 


Friction-Set K100 . . . List Price $1.10 





n; T. J. Newcomb, Appliance Division 
es manager; C. H. Guy, assistant sales 
bnager, and Roger H. Bolin, manager 
advertising 

Speakers for the Home Radio Division 
lude Harold B. Donley, manager of | 
Home Radio Division; W. S. Lefe 

e, assistant sales manager, and Georges | 
burie, advertising and sales promotion 






anager. For any fixture position 


SIMPLET ELECTRIC COMPANY 


123 N. Sangamon Street @ Chicago 7, Illinois 
112 Chariton Street @ Now York 14, N.Y. 


E & Hotpoint Heaters 
et Pre-War Ceilings 


Dollar-and-cent ceiling prices at pre- 


kr levels have been set for General | i 
ome Company space heaters Poe both | F o R | 
ts neral Electric and Edison General | IM M E D IA TE 


lectric Appliance Company hot water 


: ss ...and we're equal to it! 
ters, at all levels of sale, the Office S HIPMEN T Each day we are shipping 
- Price Administration said recently collie: tee. ciwitinn ee. 

Except for the addition of the fed- J A Cc K S '@) a 


id il excise tax imposed on these items VAPOR PROOF UNITS 


luly 1944, no price is higher at any 














3- naw made in Aluminum 
of sale than the price in March 

Ss 42 for a corresponding item, OPA said 

of [he actions, which were effective De- 

. nber 3, are in the form of individual 

of rs to the « ympanies concerned 

K- Space heaters affected are approximate- 


15 inches high, with a solid back, a 
grid over the front and a reflector 
der in the rear. The retail ceiling 

including the excise tax, is $8.56, 

\ said. 











ie hot water heaters, priced without 
tion of the excise tax, range at re- | 
from $56.42 for a 10 gallon unit to 
21 for the best equipped 86 gallon 
the largest unit priced, OPA said. 

rs will add the exact amount of the 

x paid to the prices given in the order. 





No. 2800-2804 No.2802 





@ No. 2800 has a cast aluminum hood 
tapped for 1" pipe. For 60-100 watt 
lamp. 

@ The 2804 for 150-200 wat lamp. 

@ The 2802 is an outlet box type and can 





Freight charges, formerly borne ft be mounted on either a 314" or 4” box. 
; ‘Be Pex , ? 3 z ; For 60-100 watt lamp. 
€ consumer in amounts varying with | @Sold only thru Electrical Wholesalers. 
s distance from the manufacturing © Manufacturers of Lighting Equipment. WIRE COMPANY, mw 
ant, have been equalized in today’s order JACKSON 15 Park Row, 
ecting hot water heaters, OPA said., New York City - 
sumer prices are therefore uniform ELECTRICAL COMPANY 








ighout the country. 900-910 W. Van Buren St., Chicago 7, Ill. 
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HERE’S THE 
FALL DEAL 










































This is the kind of display- 
dispenser YOU have been 
waiting for. A real "drive" 
can be made in your store if 
YOU will properly place 


several of these units. 
GET YOURS NOW 
Deal “C-D” 


This is a miniature of the wooden 
floor display. It’s beautiful. It will 
move lamps. It’s a small unit packed 


deal. 

Quant. Watts List Total 
12 4O $.25 $3.00 
36 60 o25 9.00 
36 100 onS 9.00 

6 150 45 2.70 
6 50-100-I150 .75 4.50 
Total List $28.20 


FULL DISCOUNT APPLIES 
ASK YOUR WHOLESALER 
Write TODAY if YOU wish to see 


a full-color reproduction of the 


display before buying. 


VERD-A-RAY 


TOLEDO 5, OHIO 








Noma Sales Program 


Plans To Double °45 


\ program which is expected to in- 
crease the sales of Noma Electric Corpo- 
ration products to $28,- 


000,000 in 1946 was outlined recently by 


approximately 


Henri Sadacca, president, before a forum 
of out industrial 
Club, New 


forum was sponsored by 


of-town bankers and 
executives at the 
York City. The 
Reynolds & Co., distrib- 
uted $2,000,000 of Noma Electric Corpo- 
ration debenture 

The 1946 


sents an 


University 


which recently 


sales forecast for Noma rep- 
100 
cent over 1945 sales which are estimated 


at about $14,000,000. The $14,000,000 es- 


increase of almost per 


timate for 1945 includes the 5-months | 
sales of Triumph Industries, Inc., in 
which Noma recently acquired 97 per 
cent of the stock 


Sadacca predicted 1946 sales of approx- 


imately $6,000,000 in Noma Christmas 
tree and decorative lights, the Corpora- 
tion’s chief pre-war product, and addi 
tional sales of over $6,000,000 in the 
Noma Bubble-Lite, a new decorative light 
which will go into mass production in 
1946. Sadacca described the Bubble-Lite 
as the first major development in Christ- 
mas tree lighting since electricity first 


replaced candles 25 years ago. 











TESTS SHOW 
bulbs double when promoted through 
the new style container, according to 


that sales of lamp 


Sylvania which conducted six-week 
tests in grocery stores with the above 
floor merchandiser. The manufacturer 
says that three out of five women will 
buy the five-lamp container, and that 
they will accept a sealed container. 





















s Ea: 
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Bom tt 
ay pu’ll fi 
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HI-LAG| ° 


Keep Motors Humming 


binat 
rallel t 





KNIFE-BLADE ASSEMBLY 
For Low Contact Resistance 
Non Heating Wide Surface Area 
and Quick Link Renewal 


lso a 
onne 
traigt 
ts, G 
ever 
tting. 
Pati ly 
Ested 


ENP 
LECT 
RIE, | 





100% Quality 
APPROVED BY UNDERWRITERS 
Mfgrs. Agents Territory Open, 


WARE BROTHERS 


4420 W. Lake St. Chicago 24, 


Lublit 


{ 
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pht CABLE TAP — 


om the Complete line 
pu’ll find the widest variety of 
rallel and 90° taps, combina- 
bns, and gutter taps—in a 
Hinge of sizes up to 1,000,000 
Insulating Bakelite covers 
n be furnished for all types. 





























Single 90° Tap from 
fe main conductor. 



































mbination Tap, one branch 
rallel to main, one at 90°. 


















2-Way 
Gutter Tap. 











kelite Covers 
n be furnished 
r all types of 
nn-Union cable 
ps 













3 


| 3-Way; contin- 







j uous main and 
two separate 
branches. 

a 






lso a complete line of Service 
onnectors, Terminals, Tees, 
traight and Parallel Connec- 
rs, Grounding Connectors, etc. 
every good type of conductor 
tting. And every one is accu- 
ately made, thoroughly 
sted — dependable. 


ENN-UNION 
LECTRIC CORPORATION 
RIE, PA 





y 
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y 
TERS 
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Conductor Fittings 


| the 
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New Window Streamer 


For Cory Glass Rods 


Coffee 


Co. 


a 


3rewer 
of 


Cory Glass an- 


the first series 
forceful and attractive win- 
The first 
distributed to 
Its to 


interest the 


nounces release of 


of unusually 


dow streamers. streamer is 


now being Cory jobbers 


and dealers aim is arouse cus- 


tomer through urge to 


‘modernize your glass coffee maker with 


the Cory Glass Filter Rod.” Copy stresses 


fact that the Cory Rod “filters coffee 
only through coffee’ and that it fits 
| any standard glass coffee maker. The 
streamer is one which will enable both 
jobbers and dealers to keep the Cory 
| name before their customers and to tell 


an effective sales story on the advantages 


of Cory even if faced with a merchandise 
shortage of complete Cory coffee brewers 





Our Cover 


As long as there have been electrically 


lighted Christmas trees, the size and shape 


and coloring have been more or less 
static. Even in the days when whole- 
salers stocked the first Christmas tree 
sets, (sold every dealer a flock of bar- 
rels of batteries to operate those sets), 
| the bulbs were tiny and of course carried 
only a small filament. 

When recently the Sylvania Electric 


Company announced the new line of large- 


bulbed fluorescent Christmas tree sets, 
the editors of WHOLESALER’S SALES- 
MAN decided that a picture of a 
Christmas tree lighted with those new 
lights would be highly appropriate for 
the cover of the December 1945 issue. 
Our thanks to Sylvania Electric Com- 
pany for their fine cooperation in pro- 


ducing a color photograph that met our 


requirements and was suitable for 4- 


color reproduction. 


ASSOCIATION, NEWS: 


wee 
€ 










BAL 


from 


TIMORE 
the 


in a bulletin 
Electrical Manufacturers 
Representatives Assn., 
Maryland, R. G. 
ery informs us that at a recent meeting 
of the Association, it was decided not 
to hold the the 
Spring of 1946 as planned due to un- 
The 


mittee has not been discharged but will 


news 


Baltimore, 


Secretary Montgom- 


Lighting Show in 


settled business conditions. Com- 





| consider a show in the latter part of 


1946. 

In accordance with 
of the 
appointed the 


Constitution 
the 


the 


and By-laws Association, 


| president following as 


| nominating committee to present two 





RECOGNIZED 
ane 


REMEMBERED! 


These eye-catchers are reminding 
readers of Burgess stripes and Burgess 
service in 16,000,000 monthly copies 
of The Saturday Evening Post, and 23 
other favorite magazines! 

And regular ads in Hardware 
Retailer, Hardware Age, Radio and 
Radio 


Dealer and Sporting Goods Dealer keep 


Television Retailing, Service 


dealers Burgess-conscious, too! 











says 
HOMER G. 
SNOOPSHAW 














FOR 
PORTABLE RADIOS 


BURGESS 
BATTERIES 


RECOGNIZED BY THEIR 
STRIPES * REMEMBERED 
BY THEIR SERVICE 































WIDE OR NARROW NECK 


DE LUXE GLASS 
COFFEE VAC 


HAND DECORATED 





HE war is 

won!...now 
.+- product by 
product, White 
Cross Electric 
Table Applian- 
ces are march- 
ing back, greater than ever. Now 
available are the smart, convenient, 
gas or electric, wide or narrow neck 
Coffee-Vac models shown above. 

These efficient and luxurious 
coffee-makers come to you in eight 
cup size only... with latinum 
banding...wide-neck models com- 
plete with hinged decanter cover 
and double-purpose top cover 
with funnel holder of attractive, 
durable bakelite... Specially 
designed features insure tight seal 
and perfect vacuum. Full-flavor, 
full-strength every time. Clean, 
easy, fast filtration... THESE ARE 
NOW AVAILABLE! 


NOTE: Narrow-neck model 
are similar to those illustrated 
above— but less decanter cover. 


xk 


WHITE CROSS Preview 


As materials and facilities become available, 
White Cross will offer an all-star production 
including our best ‘'performers"’! 


* THE AUTOMATIC POP-UP TOASTER 

* HIGH SPEED HOT-PLATES 

* 1000-W LIGHT-WEIGHT” 
AUTOMATIC IRON 

* Waffle Irons * Sandwich Toasters 


... And many brand new products for greater 
convenience, Service and freedom for America's 


homemakers 


White Cross Delivers the Trend of 
Tomorrow... Today! 
LEADING JOBBERS EVERYWHERE 


NATIONAL STAMPING 
& ELECTRIC WORKS 


3218 W. LAKE ST., CHICAGO 24, ILL. 














nominations for each of the following 
vice-president, sec- 
and also two 
Executive Committee. 


president, 
and 


offices: 
retary, treasurer, 
members of the 
Members of the nominating committee 
are T. J. Requardt, Leo T. McCourt, 
and Stanley Dunlop. 

At a recent meeting, the Annual Job- 
bers Holiday Party was discussed. Mr. 
Downie was appointed chairman, as- 
Marshall and Wells. 
will be held on Tuesday, 
the Hotel Stafford, 
Jobbers of Baltimore and 
guests and each 
person is requested to bring and “Ex- 
change” 


sisted by Messrs. 


Che 
December 18, at 


party 


Baltimore. 
Washington will be 
gifts. 
CHICAGO — Members of the West 
Suburban Electric League of Chicago 
enjoyed seeing sound motion pictures 
in color of the Carlsbad Caverns and 
Grand Canyon at a recent meeting held 
at the Abrath’s Tavern. The pictures 
were presented through the courtesy of 


the Santa Fe Railroad. 
DETROIT—Members of the Electric 
Association of Detroit were recently 


invited to a joint meeting of the Illu- 
minating Eng. Society (Mich. Sec- 
tion), the Retail Merchants Assn., and 
the Displaymen’s Assn. to hear Mr. 
Kenneth C. Welch, vice president of 
the Rapids Store Equipment 
speak on the subject of 
3rightness for Selling.” 

The Electronics Group of the Ameri- 
can Institute of Electrical Engineers 
held a special meeting in the audito- 
rium of the Chrysler Institute and had 
as its guest speaker, Mr. E. E. Zim- 
merman of the Electronic Laboratories, 
Chrysler Corp., who spoke on the sub- 
ject of D. C. 


Grand 
Company, 
“Lighting and 


Prior to the 
meeting, an interesting moving picture 
was shown on “Gunfire Control of the 
B-29.”. All members of the Electrical 
Association 


Amplifiers. 


electronics 
were invited to attend as guests of the 


A.L.E.E. 


interested in 


KANSAS CIT Y—The November 27th 
luncheon meeting of the Electric Asso- 
ciation was sponsored by the National 
Electrical Contractors Assn. The con- 
tractors presented a sound film in color 
called, “Magic of Fluorescence” which 
dramatically visualized lighting prog- 
thé ages 
contribution to better living. 


ress through and lighting’s 
This film 
was loaned to the Association through 
the courtesy of the 


Lamp Department. 


General Electric 


MILWAUKEE An invitation was 
extended to members of the Wisconsin 
Radio, Refrigeration and Appliance 
Assn. to attend an interesting and time- 
ly postwar sales meeting sponsored by 
the Electrical League of Milwaukee. 
At this meeting Arthur L. Scaife, ad- 
vertising and sales promotion manager 







































MINERALLA 


| Steel HANGERS, CLIPS, STR 





} Minerallac Cable, Conduit and Mes. 
senger Hangers are STEEL. Easier, 
quicker to install; permit speedy, com. 
pact wiring; economical. Also in Ever. 
dur ... Porcelain Insulating Bushing 
available. «* ee 
Jiffy STEEL Clips (Pipe-clamp) require 
only one screw, nail or bolt; rib-strengith- 
ened; for hanging pipe, conduit, BY 
cable, mounting coils, etc. Millions in 
use. fe x Bes 
Steel Straps for Messenger-cable serv. 
ices on outlet boxes; may used in 
| conjunction with hangers. 
7 . * 
Order from your Electrical Wholesaler 
Send for literature. 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria Street Chicago 7, Ilinok 


HES CO 
APOLITSAMOAN I TIO! 
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Easier, 
' Com. 
» Ever. 
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require 
rength- 
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ANY 








Iinols 
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| ilable in a complete range of styles, 
. /, 4-wire types; ratings 20, 30, 60, 100 | 


d 200 amperes. Consult your Pylet | 


R TU 
UCTS, 


T » 


exclusive Quel Arc construction pro- 
exceptional protection to contacts, 
safe use as current rupturing de- 

| . In the section view, note the 


plete enclosure of all contacts in 
lating chambers which form an 
®-trapping space. Note also the long 
ances from contact to contact and 
m contacts to ground. Contacts are 


Hividually renewable. Full ground 


| : 
tection is provided. 


MuelArc plugs and receptacles are 


alog for listings of all types. 


(HE PYLE-NATIONAL COMPANY 
3§2 N. Kostner Avenue, Chicago 51, Illinois 





| 
> circuit breaking plugs | 





of the Appliance Dept., General Elec 
tric Co., Bridgeport, Conn., presented 
an inspirational address entitled, “Keep 
It Simple.” 


PASSAIC COUNTY, N. J.—On Fri- 
day, November 28, members of the 
Passaic County Electrical League not 
only visited the Victory Lighting Jubi- 
lee held in New York City but also 
attended a meeting at the Architectural 
League of New York where at 8:30 
p. m. a panel discussion was held on 
“Design Trends and Solutions for the 
Lighting of Stores, Restaurants, etc.” 


MORE FACTS 
ON PRODUCTS 


Ballasts — A four-page folder, No. 
611-01, has been published by the 
American Transformer Co. of Newark, 
New Jersey containing a listing of the 
company’s line of ballasts for fluores- 
cent lighting. 


vieeation * WHOLESALER’S SALESMAN 


Electrical Equipment — Transformers 
for 16 fields of application including 
power circuit, mercury lamp, neon, sig- 
nal and street lighting are presented in 
the new 12-page catalog 451-GB, pub- 
lished by the Jefferson Electric Com- 
pany, Bellwood, Illinois. The bulletin 
also includes information on ballasts, 
renewable and non-renewable fuses, 
fustats, plug fuses and solenoids. 


When writing WHOLESALER’S SALESMAN 


Fuses — Thirty-two page catalog on 
~artridge and plug fuses has recently 
“an published by General Electric’s 
Anpliance and Merchandise Dept. at 
Rridgeport, Conn. It contains specifi- 
“ations on the company’s line of fuses, 
gives detailed descriptions of their con- 
struction, illustrates and describes the 
different parts of these fuses, and gives 
suggestions for keeping fuses in good 
condition. 


vecotion © WHOLESALER’S SALESMAN 


Portable Testing Equipment—A 24- 
page bulletin, GEA-4477, containing 
descriptive information on the line of 
portable a-c test sets, has been an- 
nounced by the General Electric Com- 
pany, Schenectady, N. Y. The port- 
able equipments include small insula- 
tion testers, oil testers, and larger gen- 
eral-purpose test sets. 
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Testing Equipment —In Bulletin No. 
116, issued by Superior Instruments 
Co., New York City, N. Y., the com- 
pany illustrates and describes its vari- 
ous testing equipment — the “Multi- 
Meter,” “Mill-I-Ohmer,” “Meg-O- 
Meter,” and the “A.C. Ammeter.” 
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TOP 
QUALITY 


Paragon symbol 
of top quality. 


POULTRY HOUSE 
TIME CONTROLS 


Here are two first quality Poultry House 
Time Controls. Paragon “PS” models are 
designed for both morning and evening 
lighting, with dimming period for roosting. 
The Paragon Model 301 is designed essen- 
tially for morning lighting only. It isa heavy 
duty, industrial type time switch adaptable 
to poultry house lighting. 


Model "'PS” 
for 
Morning 
and 
Evening 
Lighting 





Model 301 
for 
Morning 
Lighting 
Only 


Seud for 
phuthoritative Gulletin 


Paragon has prepared a 4-page, 2 color 
bulletin containing authoritative informa- 
tion relative to poultry house lighting con- 
trol. It summarizes the recommendations of 
leading poultry authorities and gives com- 
plete data regarding the wide range of 
Paragon poultry house time switches. Send 
for a supply to distribute among your deal- 
ers and power companies. 


PARAGON ELECTRIC COMPANY 


715 Old Colony Building © 


% 


Chicago 3, illinois 


Paragon /j...., 


CAL EQUIPMENT 








APPLIANCE 
DISTRIBUTORS 


Here is the line of frozen food 
cabinets you have been looking 
for: smart, distinctive, beautifully 
designed—soundly engineered . . . 
including a 3 cu. ft. home storage 
cabinet—farm freezers—and a 
visual display self-service retail 
cabinet for frozen foods and pack- 
aged ice cream. . . . Deliveries be- 
gin in January. 


We are now screening distributor 
applications for our client ... a 
nationally prominent manufacturer 
who will soon announce this un- 
usual line. 


For immediate information—and 
early deliveries—write or wire: 






Piet/ATIOn 


Food Industry Consultants 
56 E. Walton Place 
Chicago 11, Illinois 








SODERS FLUXES 





A Good Line for 
Electrical Wholesalers 


let us send details 


L. B. ALLEN CO., INC. 


6731 BRYN MAWR AVE., 
CHICAGO 31, U. S. A. 














ANYTHING 
ELECTRICAL 
ON & OFF 
REGULARLY 


manele 
\¢ LOCK 


The TORK CLOCK CO., Inc. 


MOUNT VERNON, NEW YORK 
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